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Full Responsibility 
in Selling Military 
Clarified by Army 


Won't Hold Companies 
for Acts Not in Scope 
of Agent’s Authority 


WASHINGTON—The Department 
of the Army has clarified what it 
means by the “full responsibility” a 
life company must take for the acts 
of its agents to whom it gives letters 
of authority to represent it in sales to 
personnel on military installations. 

It appears from a letter from Ad- 
jutant-General William E. Bergin that 
the army does not intend that “full 
responsibility,” as used in its regula- 
tions issued a few weeks ago covering 
sales on military installations shall 
include criminal or tortious acts of 
agents. The broad language of the 
regulations had caused some concern 
among life companies as to the degree 
of responsibility they would be re- 
quired to assume. 

In view of General Bergin’s letter 
to Robert A. Crichton, counsel of Am- 
erican Life Convention, probably most 
companies will simply supply their 
agents with letters saying that the 
company will be responsible for acts 
of the agent within the scope of his 
authority. If some post commanders 
should object to this it would be 
necessary to use the exact language 
quoted in the next-to-last paragraph 
of General Bergin’s letter. 


Following is Mr. Crichton’s letter 
to R. L. Walter of the army personnel 
division and General Bergin’s reply: 

You will recall that in a recent telephone 
conversation, I discussed with you, in gen- 
eral, army regulations 600-101, dealing with 
solicitation of commercial life insurance on 
military posts. I specifically raised the ques- 
tion as to the correct interpretation of section 
3, paragraph C, of this regulation, whereby 
an insurance company must, in its letter to 
commanding officers listing copies of all 
policies that will be solicited on a particular 
post, assume full responsibility for all the 
actions of its agents. 

As I related over the telephone, in my 
opinion, it should not be necessary, for the 
purposes of the army regulation, to require 
insurance companies to assume responsibility 
for any actions of their agents other than the 
action of the agent in compliance with the 
Army regulation. In other words, it did not 
seem logical for the army regulation to in- 
tend that insurance companies assume respon- 
sibility for tortious or criminal actions of their 
agents which obviously would be beyond the 
Scope of the agents’ authority and the com- 
panies’ responsibility. 

Assuming this to be a correct understanding 
of the intent of this particular section of the 
tegulation, could a company execute the 
following certificate in this regard and be in 
compliance with the army regulation? 

“Assumes full responsibility for compliance 
by its agents with published regulations re- 
lating to solicitation of commercial life in- 
surance on military installations.” 

I would appreciate your answer to this speci- 
fie question so that we might properly advise 
our member companies. 


From General Bergin: 
This is in reply to your letter of 14 Sept. 
1958, addressed to Mr. R. L. Walter of the 
of the assistant chief of staff, Gl, in 
which you request clarification of paragraph 


%, army regulations 600-101. 


It is not the intent of Paragraph 3c of army 


Connecticut Leaders 
Honor R. C. Gilmore, 
New NALU President 


BRIDGEPORT—About 200 Connec- 
ticut business and professional leaders 
turned out for the testimonial dinner 
honoring Robert C. Gilmore, Jr., the 
new president of National Assn. of 
Life Underwriters. 

Bruce Palmer, president of Mutual 
Benefit Life, Mr. Gilmore’s company, 
was the principal speaker. He talked 
on the agent’s place in the community, 
using Mr. Gilmore’s charitable and 
civic activities to point up the sort of 
contributions the agent can make to 
the life of his city. 

Charles J. Zimmerman, managing 
director of L.I.A.M.A., was _toast- 
master. There were brief talks by John 
Shenton, city treasurer; David B. 
Fluegelman, Connecticut Mutual, New 
York City, immediate past president of 
N.A.L.U.; Lester O. Schriver, the new 
managing director of N.A.L.U.; Frank 
Wagner, head of the Connecticut de- 
partment’s license bureau, representing 
Commissioner Allyn, who could not 
be present; Howard V. Krick, Penn 
Mutual, New Haven, who has been 
Mr. Gilmore’s “campaign manager” 
through the years; Louis F. Stern, 
Metropolitan Life, Bridgeport, presi- 
dent of the Connecticut association, 
and Jack R. Wesche, John Hancock, 
president of the Bridgeport association. 

Mr. Krick presented Mr. Gilmore a 
gold wrist-watch on behalf of the 
state association. Mr. Stern gave him 
a handsome brief case, the gift of the 
Bridgeport association. 

Mr. Gilmore was not entirely on the 
receiving end, however. After thank- 
ing all hands, he presented Mr. Zim- 
merman a program of the first football 
game in which Dartmouth, Mr. Zim- 
merman’s alma mater, defeated Yale. 
The cover bore the signatures of all 
the members of the Dartmouth team 
that played in the game. 








regulations 600-101 to hold insurance compa- 
nies responsible for tortious or criminal actions 
by their agents while soliciting on army in- 
stallations. However, it is the intent of the 
regulations to place a degree of responsibility 
(CONTINUED ON PAGE 21) 


9-Month Purchases 
Up 18% Over 1952; 
Sept. Also Better 


September purchases of life insur- 
ance amounting to $2,758,000,000, 
brought the total for the first nine 
months of 1953 to $26,665,000,000, 18% 
more than a year ago. The September 
figure compared with $2,589,000,000 
for the same month of 1952. 

Purchases of ordinary in September 
were $1,774,000,000, or 11% over Sep- 
tember, 1952. Industrial bought in 
September amounted to $519 million, 
an increase of 3% over the correspond- 
ing month last year. New group was 
$465 million in September, a drop of 
4% from September a year ago. These 
figures do not include additions under 
group insurance contracts already in 
force. 

Ordinary in the first nine months of 
this year accounted for $17,363,000,000, 
an increase of 18% over last year. In- 
dustrial purchases represented $4,805,- 
000,000, an increase of 7%, and new 
group was $4,497,000,000, a rise of 31%. 


Fred W. Hill Named 
Managing Director 


of Crown Life 


Fred W. Hill has been appointed 
vice-president and managing director 
of Crown Life. 

Mr. Hill’s en- 
tire business ca- 
reer has been with 
Crown Life, his 
length of service 
with the company 
being exceeded 
only by that of 
the president, H. 
R. Stephenson. 

Starting with 
Crown Life as a 
clerk, he has 
served in increas- 
ingly important positions. In his new 
position he will have the responsibility 
for the overall management of the 
company’s international operations. 








Fred W. Hill 








Late News Bulletins... 








Franklin Life Names Cosper Manager at S.F. 


L. W. Cosper has been appointed manager at San Francisco for Franklin Life. 
He entered the business with Fidelity Mutual in 1946 and the following year 
qualified for Million Dollar Round Table. Mr. Cosper is a navy veteran. 


Dawson Marks 25 Years With Mutual Life 


President Louis W. Dawson celebrated his 25th anniversary with Mutual Life 
Thursday. His first position with the company was in the legal department. 


Equitable, N.Y., Ups Thykeson, Hodder, Owens 


NEW YORK—Ralph M. Thykeson, manager for Equitable Society at Grand 
Rapids, has been appointed field vice-president in charge of the northeastern 
department, with headquarters at the home office, effective Nov. 1. Succeeding 
him at Grand Rapids is Ernest C. Hodder, who has been manager at Chicago 

(CONTINUED ON PAGE 24) 


Wolverton Queries 
Seen Invitation to 
Federal Regulation 


Friendly, Republican Source 
of Questions is Viewed 
as Significant 


BY ROBERT B. MITCHELL 


The general tenor of the question- 
ing of insurance witnesses by Chair- 
man Wolverton and Acting Chairman 
Heselton of the House subcommittee 
that has been looking into medical care 
costs has excited considerable interest 
among insurance people who are 
mindful of the pressure in some quar- 
ters to bring the business increasingly 
under federal supervision. 

Some of the questions bore directly 
on whether there shouldn’t be federal 
supervision of some aspects of insur- 
ance now regulated by the states. In 
some others—those dealing with gov- 
ernment subsidy of non-profit plans— 
the power of regulation seemed like a 
predictable consequence of govern- 
ment subsidy. 

Mr. Wolverton wanted to know why 
Blue Cross plans were not under fed- 
eral supervision, like banks. President 
E. J. Faulkner of Woodmen Accident 
explained that the states do a regula- 
tory job. However Mr. Wolverton was 
not impressed by what state supervi- 
sion is doing to combat the kind of 
accident, health, and _ hospitalization 
insurance that performs a lot less than 
it appears to the buyer to be promising. 
He mentioned the recent Reader’s 
Digest article by John A. Appleman 
and said if state supervision were 
really doing its job there would not 
be such complaints about A. & H. 
insurance. His questions generally 
seemed to reflect a feeling that fed- 
eral supervision is needed. 

In this connection, incidentally, there 
are indications that an investigation 
of objectionable practices in mail order 
insurance is soon to get under way. 


What is regarded as significant by 
insurance observers is that the ques- 
tioning and remarks that point to pres- 
sure for federal regulation and for 
projects in which a degree of federal 
regulation would be implicit are com- 
ing not from New Dealers but from 
Republicans. The Wolverton commit- 
tee questioning was friendly and 
obviously appreciative of the progress 
that insurers are making, but neither 
Chairman Wolverton nor Acting 
Chairman Heselton appeared satisfied 
that private insurance in its present 
or near-future version is in a position 
to protect the great middle class from 
catastrophic costs of medical care. 

In spite of what insurance has done 
there is still a large segment of the 
public unprotected and Mr. Heselton 
observed that it was this group that 
the committee is concerned about. 

One thing that is not clear is wheth- 
er the Republican leaders are in- 

(CONTINUED ON PAGE 24) 
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Coordination Headache More Acute 


BY RAYMOND J. O’TOOLE 

This is the second in a series of 
articles by Edward F. and Raymond 
J. O’Toole, partners in O’Toole Asso- 
ciates, management firm of Queens 
Village, N.Y., having many clients in 
the insurance business. As a company 
grows and diversifies its activities, in- 
creased specialization is required to 
carry on its affairs. This in turn 
intensifies the need for better coordi- 
nation and control and as a result the 
problem of coodination becomes more 
difficult and complex. In this article 
Raymond O’Toole analyzes the prob- 
lem and discusses ways in which solu- 
tions may be sought. 

Nearly all problems with which ex- 
ecutives are faced in the insurance 
business can be 
placed in one of 
four classes: 
Policy, organiza- 
tion, personnel, 
procedures. 

Problems of 
policy have to do 
with setting out a 
company’s objec- 
tives, and then 
laying out plans 
of action which 
show promise of 
helping to reach 
these objectives. 

Problems of organization require 
that the company be set up in the 
proper administrative groups. As is 
well understood, this requires the fix- 
ing of responsibilities and the delega- 
tion of authorities. What is not so 
well understood is that this also re- 
quires careful provision for the coordi- 
nation of all administrative units. 

Personnel problems, whether execu- 
tive or clerical, can be summed up 
quite simply. The chief aim is to get 
as many of the right people as we 
can to help carry out the organization 
plan. 

Problems of procedure revolve 
around the search for the best routines 
and equipment available to perform 
the day to day operations. 

A great deal of good thought has 
been given to problems of policy, 
personnel and procedure. But con- 
siderably less thinking has been done 
about problems of organization. There 
are several reasons why this is true. 

For one thing, organization problems 
are somewhat of an intangible nature. 
So they are not as clearly seen by 
executives as those other problems 
with which they have to deal on 
almost a daily basis. 

Also, when mistakes in judgment 
have been made in matters of policy 
and procedures, this usually becomes 
apparent to the executive in a rela- 
tively short time. This is not the case 
with respect to mistakes of an organ- 
izational nature (or with respect to 
most mistakes of a personnel nature 
either, for that matter). 

Probably the biggest drawback to 
effective thinking on _ organization 
matters, though, is that we are deal- 
ing with an abstract as well as an 
intangible thing. Many people find 
it hard to deal with one or the other. 
And there are very few people who 
can deal successfully with a problem 
that is both an abstract and an in- 
tangible. 

There is one principal factor pre- 
sent in the operation of the modern 
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insurance company that by its very 
nature makes it hard to get good co- 
ordination. This is the high degree of 
staff specialization that is so evidently 
on the increase. We have personnel 
specialists, training supervisors, inter- 
nal auditors, cost and budget analysts, 
methods men, public relations officers, 
economists, etc., in profusion through- 
out our various companies. All of 
these positions were created in re- 
sponse to a definite need. Also, because 
of the technical nature of the business, 
many key line jobs (such as actuary, 
counsel, controller, underwriter, ad- 
juster, statistician, investment officer, 
etc.) in themselves demand a high 
degree of specialized knowledge and 
experience. So the very existence of 
these specialized jobs tends to com- 
pound the difficulty of maintaining a 
company-wide balance and _ coordi- 
nation. 

This specialization takes another 
form, as companies grow in size and 
complexity. It is due to the need to 
have the administrative and super- 
visory personnel concentrate their at- 
tention upon a small segment of the 
total operation. Thus they become 
expert on one or a very few phases of 
the work of a large department, let 
us say. In time they get to know very 
little about the rest of the work in 
that department, let alone their being 
familiar with the work of the com- 
pany as a whole. 

These two types of specialization, 
unavoidable as they may seem to be, 
present serious obstacles to a steady 
and high degree of coordination. 

Specialization makes for a marked 
degree of mutual interdependence. 
Thus, when some crisis arises—such 
as personnel shortages brought about 
by war or postwar conditions—a great 
percentage of the time of top execu- 
tives is required just to keep the com- 
pany running on an even keel. 

Again, this specialization makes it 
harder for top management to develop 
future senior executives who will 
succeed themselves. This is caused, 
in part, by the fact that it is difficult 
for a specialist to make a quick transi- 
tion to a “generalist,” so to speak. 
There is always the tendency to carry 
over some part of the specialized 
viewpoint and experience into the 
broader spheres of company adminis- 
tration. But to achieve coordination of 
the whole, the “generalist”? viewpoint 
must prevail. 

Most men like to regard themselves 
as being completely individual. But in 
a certain sense, no one can be treated 
entirely as such in any corporate 
organization, including insurance com- 
panies. Each person really is operating 
only as a specialized cog in an in- 
dustrial machine, to use an overworked 
but very apt phrase. 

However, men do work best when 
they have the feeling that they are 
working as individuals. Also, that 
their superiors have a regard for them 
as individuals in their own right. 

The successful executive must, 
therefore, give his subordinates maxi- 
mum freedom of action and initiative. 
But at the same time, he must apply 
enough coordination control to insure 
full cooperation among them. And to 
insure that everyone is working in 
harmony with those plans and pro- 
grams previously agreed upon. 


There is one school of thought that 
proceeds on the theory that “if you 
put the right men in the right jobs, 
you will not have any coordinative 
problems.” 

There are two basic flaws in this 
otherwise comfortable theory. 

Firstly, it is impossible to always 
have the “right” man in every key 
position, because there just never are 
enough of these “right” men to go 
around. 

Secondly, the executive demands of 
insurance companies are such that the 
great majority of these “right” men 
of necessity will have to be specialists 
of some sort. Therefore, their activities 
will have to be coordinated. (Also, the 
“righter” they are, the better and 
stronger men they will be. This will 
tend to increase, rather than to de- 
crease, the task of coordinating their 
various activities.) 

The fact of the matter is this: As 
a company grows and diversifies its 
activities, increased specialization is 
required to carry on its affairs. In turn, 
this increased specialization intensi- 
fies the need for better coordination 
and control. As a result, the problem 
of coordination becomes more difficult 
and more complex. But by the same 
token, it becomes more challenging 
and more interesting as well. 

The primary step in outlining any 
organization structure is to delegate 
responsibilities. Unless this is done, 
all responsibility begins and ends with 
the president, and you have a “one- 
man” type of organization. For some 
companies, at certain stages of their 
development, “one-man” organization 
of this type is not necessarily a bad 
thing. But for most companies, at most 
times, it is not a very desirable situa- 
tion. 

When we delegate responsibilities, 
it is necessary that authorities be 
equally well defined. As the number 
of persons to whom authorities and 
responsibilities are assigned increases, 
the job of grouping and classifying 
activities likewise increase in com- 
plexity. 

Some recognized authors on organ- 
ization have made statements on this 








Mortgage Rates Off, 
Stabilizing Around 
43%, Says Malzo 


NEW YORK—Interest rates on 
dwelling mortgage loans have reached 
their peak and will drop and stabilize 
around 444% until the end of 1954, 
in the opinion of Joseph Malzo, mort- 
gage officer of Union Labor Life. 

Speaking at a meeting of the Bay 
Ridge Real Estate Board in Brooklyn, 
Mr. Malzo expressed the belief that 
conditions in the home mortgage mar- 
ket will work out and the 1954 housing 
volume will probably be about a mil- 
lion dwelling units. He pointed out 
that there are still millions of families 
wanting new homes but one reason 
they’ve not made purchases up to 
now is that they would like to see 
prices come down a little. 

Mr. Malzo believes there will be a 
slight drop in building costs next year. 
Judging from the state of the govern- 
ment bond market, indications are 
that from now till the year-end the 
outlook is for a steady easing of loan 
credit, he said. 


matter of classifying activities tha 
seem to be in direct conflict. Probably 
the reason for this seeming confli¢ 
lies in the fact that managemen 
writing does not have as standard , 
terminology as does, for example 
medical science or actuarial science. 

For our purposes, we will try t 
confine our remarks to these phase; 
of the problem: (1) The types of 
work executives perform; (2) the 
types of authority they use; (3) how 
activities may be classified generally 
as a basis for organization planning, 

Executive work is either line or 
staff in nature (except in very large 
companies, the same executives may— 
and usually do—perform both types 
of work). Executive staff work is 
concerned mainly with the analysis 
of operational problems in order ty 
decide what should be done about 
them. Executive line work concerns 
itself with the actual direction and 
supervision of the various jobs that 
must be done. 

Similarly, there are two kinds of 

(CONTINUED ON PAGE 23) 


Life Companies’ 
Nov. Advertising 
Schedule Posted 


Following is the national advertis- 
ing which life companies have re- 
ported for November issues of the pub- 
lications listed. Where no date is in- 
dicated the publication is a monthly 
magazine. 

Banker’s Life—Country Gentleman; 
Time, Nov. 30. 

Business Men’s Assurance—Ameri- 
can Magazine. 

Connecticut General — Newsweek, 
Nov. 9; Harvard Business Review 
November-December issue. 

John Hancock—Life, Nov. 16; News- 
week, Nov. 23; Saturday Evening Post, 
Nov. 7; U. S. News & World Report, 
Nov. 20. 

Lincoln National Life—Better Homes 
& Gardens; Life, Nov. 2; Saturday 
Evening Post, Nov. 7. 

Massachusetts Mutual — Newsweek, 
Nov. 23; Time, Nov. 9. 

Metropolitan Life—American; Busi- 
ness Week, Nov. 21; Collier’s, Nov. 27; 
Cosmopolitan; Forbes; Good House- 
keeping; Ladies’ Home Journal; Mc- 
Call’s; National Geographic; Newsweek, 
Nov. 23; Saturday Evening Post, Nov. 
14; Time, Nov. 9; U. S. News & World 
Report, Nov. 13; Woman’s Home Com- 
panion. 

Mutual Benefit Life—Saturday Even- 
ing Post, Nov. 21; Scholastic Magazine, 
Nov. 11, 25. 

Mutual of New York—Collier’s, Nov. 
27; Life, Nov. 16; Newsweek, Nov. 9; 
Saturday Evening Post, Nov. 21; Time, 
Nov. 9. 

New York Life—Business Week, Nov. 
28; Collier’s, Nov. 13; Country Gentle- 
man; Fortune; Harvard Business Re- 
view; Ladies’ Home Journal; Look, 
Nov. 3; Newsweek, Nov. 16; Saturday 
Evening Post, Nov. 7; Successful Farm- 
ing; U. S. News & World Report, Nov. 
13. 

Penn Mutual — Saturday Evening 
Post, Nov. 21. 








Octo! 





Phoenix Mutual—New York Times, 
Nov. 15. 
Security Mutual—Harper’s. 
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IT GIVES SO MUCH SECURITY 
FOR SO LITTLE PREMIUM 


To learn more about The Travelers Triple Protection Plan, see your nearest 
Life Manager or General Agent. He will be happy to help you help your 
client to protection through The Travelers. 


THE TRAVELERS INSURANCE COMPANY 
HARTFORD ° CONNECTICUT 
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I.0O.W. Loses Last 
Chance to Shake 
Off Receivership 


The U. S. Supreme Court has refused 
to review the lower court decision 
holding that Superintendent Bohlinger 
of New York was acting within his le- 
gal powers in entering an order for 
dissolution of International Workers 
Order. That disposes of the main legal 
question and now arrangements will 
have to be made to find a haven for 
the life insurance accounts of I.W.O. 
The order has been in receivership for 
using insurance expense money for 
Communist propaganda. From a fiscal 
standpoint the insurance account is in 
excellent condition. 

The New York department took the 
position that by supporting the Com- 
munist party, I.W.C. was violating the 
New York insurance law, and also this 
violated the charter of I.W.O., and also 
that Communist domination would 
make further operation financially haz- 
ardous with policyholders. I.W.O. lost 
the legal contest all the way up 


through the New York supreme court 
and New York court of appeals. The 
argument of I.W.O. was that if the 
New York insurance law were con- 
strued as permitting liquidation and 
dissolution of a fraternal society for 
reason of the political opinion, beliefs 
or affiliations of the society or its of- 
ficers, the Constitutional guarantees of 
free speech, press and assembly would 
be violated. 

The dissolution order has been held 
in abeyance pending the Supreme 
Court verdict. 

There is about $80 million of life in- 
surance in force. It is mainly one year 
term, step rate insurance and was orig- 
inally of the assessment type but as- 
sessments have never been necessary. 





Change Brooklyn Date 


NEW YORK—tThe opening meeting 
of the Brooklyn branch of the New 
York City Life Underwriters Assn. 
will be held at Hotel Towers at 2:15 
p. m. Nov. 5 and not at 2 p. m. Oct. 
29, as. originally announced. The 
scheduled speaker will still be Harry 
K. Gutmann, agent of Mutual Life 
in New York City, speaking on “Fears 
That Beset Us.” 
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Benefit Savings Plan becomes our seventh 
best seller in less than a year, there’s a good 






This endowment-type contract helps you save 
money when you can, without requiring you 


Multiple Benefit endows if you wish it to. Or 
if you die before endowing it, pays the face 
amount p/us everything you have paid in and 


it may be exchanged — without evidence of 
continued as life protection for a reduced pre- 
mium — again without evidence of insurability. 
These and other flexible features explain why 


this plan became an immediate favorite with 
buyers. Ask any Occidental underwriter. 
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Medical Directors Explore Insurance 
Problems at New York City Meeting 


The medical aspects of insurance 
were thoroughly aired at the annual 
meeting of Assn. of Life Insurance 
Medical Directors, held last week at 
New York City. Dr. R. C. Montgom- 
ery, Manufacturers Life, who as re- 








DR. R. C. MONTGOMERY 


ported in last week’s news bulletins, 
was elected president, succeeds Dr. 
Earl C. Bonnett, Metropolitan. The 
president-elect is Dr. Richard L. Wil- 
lis, Mutual Life. Other officers were 
listed in last week’s story. 

A graduate of University of Toronto, 
Dr. Montgomery for several years did 





Dr. 


E. C. Bonnett 


Dr. R. L. Willis 


post-graduate work, both in the hos- 
pital and in the university’s depart- 
ment of science before entering private 
practice at Toronto. He went with 
Manufacturers in 1927, becoming med- 
ical officer in 1943. He served with 
the Canadian army in the last war. 

A soft reprimand and a suggestion 
for future procedure by the associa- 
tion were voiced by Dr. Ralph M. 
Filson, medical director of Travelers, 
in his capacity as moderator of the 
A. & H. panel. 

“As medical directors of companies,” 
he said, “we will be exposed to ques- 
tions about lines of insurance from our 
colleagues who are in private practice 
just because we are known to be active 
in the insurance business...there are 
very few members of this association 
equipped to speak with any degree of 
authority within these spheres (and) 
early appropriate steps should be 
taken toward the correction of this 
situation. 

“In becoming better founded in 
these matters, we could add greatly to 
our general knowledge and effective- 
ness in the affairs of our respective 
companies and at the same time arrive 
at a position where we could speak 


authoritatively and convincingly about 
the subject with our colleagues ip 
clinical medicine.” 

He added, “I doubt that our genera] 
membership has anything like an ade. 
quate degree of knowledge or interest 
concerning (Health Insurance) Coun. 
cil functions” and expressed the hope 
that a newly-formed A. & H. com- 
mittee of the association would bring 
“closer liaison” between the organi- 
zations. 

“The accouchers at the time of the 
birth of these quadruplets (hospitali- 
zation, surgical, medical and major 
medical) were actuaries and under. 
writers who probably had but minor 
suspicion that the infants would de- 
velop into problem children ... As they 
have increased in age and stature, they 
have increasingly realized the atten. 
tion which they attract and they have 
become more than usually self-as- 
sertive and hard to manage.” 

* e eo 

Dr. Filson called for a greater de- 
gree of understanding of the respon- 
sibilities which this phenomenon car- 
ries and some clear definition of 
functions through which these duties 
may be discharged effectively. 

He posed these questions for the 
panel: “Has there been within our 
own business any clear-cut and well- 
supported series of attitudes or argu- 
ments concerning the comparative 
merits of the indemnity principle ver- 
sus the service principle in medical 
care plans?” and “Are our existing 
plans defective and do they lead 
to over-use in hospitalization through 
an apparent failure to recognize and 
provide for expensive diagnostic in- 
vestigations not in themselves re- 
quiring admissions to hospital and not 
in the regular course of medical prac- 
tice undertaken through hospital faci- 
lities?” 

A good proportion of the talk by 
Wendell Milliman, group vice-presi- 
dent of New York Life and A. & H. 
panelist, was devoted to possible draw- 
backs in major medical. The plan de- 
pends upon the unswerving coopera- 
tion of the insurance and medical pro- 
fessions, he said, the one entrusted 
with popularizing it and the other with 
protecting it from destruction by doc- 
tors who may make excessive charges. 

“There is considerable doubt as to 
whether we can get sufficient public 
acceptance of this type of insurance,” 
he said. “Will the average wage-earn- 
er be willing to buy a medical expense 
insurance program which gives him 

(CONTINUED ON PAGE 17) 





LIFE ACTUARY 


Age to 45 
6 to 10 years’ experience 
Salary to $10,000 

LIFE COMPTROLLER 


Age to 50 
10 to 15 years’ experience 
with medium size company 
Salary to $10,000 
Send your qualifications confidentially to: 


GUY FERGASON 


for a son 
PERSONNEL 


330 S.Wells St. Chicago 6, Ill. 
HArrison 7-9040 | 
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CREDITOR LIFE INSURANCE 





Handful of C ompanies Write Vast Volume 
on Borrowers, Installment-Plan Buyers 


BY ROY ROSENQUIST 

Credit life insurance—group and in- 
dividual coverage on the lives of debt- 
ors—has had a spectacular growth in 
the last few years, though only a hand- 
ful of companies write the tremendous 
volume that is involved. 

Several companies specializing in 
this line have increased phenomenally 
in size. However, only a few of the 
large nationally operating, long-estab- 
lished companies do any substantial 
yolume. They use the group plan. 
Prudential had more than $3 billion of 
creditor group in force at the end of 
1952, of which $2 billion was on Gen- 
eral Motors. Connecticut General has 
a considerable volume. It has had the 
Commercial Investment Trust cover- 
age and just recently obtained the Gen- 
eral Electric group covering buyers of 
appliances. 

Continental Assurance, American 
National, and Occidental of California 
are also active in the group creditor 
field. Quite a number of other com- 
panies write the coverage but not in 
any great volume. 

Among the companies specializing 
in creditor life, the two outstanding 
ones are Cuna Mutual of Madison, Wis., 
and Old Republic Credit Life of Chi- 
cago. Cuna Mutual follows the group 
plan but with Old Republic and other 
companies specializing in creditor life 
the individual coverage overshadows 
the group. 


Cuna Mutual confines its writings 
to credit unions. Its letterhead contains 
the slogan, “Credit Union Owned and 
Controlled.” The four letters of its 
name stand for Credit Union National 
Assn. Credit unions have beeome in- 
creasingly popular and Cuna Mutual 
has grown along with them. It closed 
1952 with $1,000,048,375 in force. In 
1943, it ranked 121st among the life 
companies of the country, and at the 
begining of this year had moved up to 
the 44th position. There is nothing to 
indicate that it will not have the same 
sort of substantial development which 
is has enjoyed in the past. 

Among the general writing credit 
companies, Old Republic Credit Life 
of Chicago has been the outstanding 
performer. Earlier in the year there 
was an interesting piece about it in 
Time magazine in which its meteoric 
rise was reviewed and special mention 
made of Old Republic Credit’s entering 
into the field of writing life insurance 
tocover charge accounts for department 
stores. At the time Old Republic Credit 
began providing this coverage, no other 
company had attempted it. Ten years 
ago Old Republic Credit stood in 145th 
place in in-force and now ranks 48th. 
Its insurance in force at the end of 
last year was $958,939,000, and with 
its present rate of gain there seems to 
be no question but that it will pass the 
billion mark of insurance in force this 
year. 

But apart from the credit unions 
the field that is wide open to life com- 
panies generally is in connection with 
writing insurance on the lives of 
debtors in conection with installment 
loan and installment finance contracts, 
fo assure payment of the indebtedness 
In the event of the death or disability 
of the debtor. 

The agents writing this coverage are 
Commercial and industrial banks, in- 
dustrial loan companies, finance com- 


panies and other types of financial in- 
stitutions, and also regular agents and 
brokers. Coverage includes creditor 
group, individual diminishing term, 
and individual level term. Some com- 
panies also write A. & H. The commis- 


sion rates on the individual term poli- 
cies are more attractive than the group 
rates. 

One of the attractive features of 
credit insurance is the automatic way 
in which the business goes on the 
books. That is, once a connection with 
a financial institution is established, 
the company making the loan either 
includes the life insurance premium in 
the monthly repayments or it is sold 
separately at a small monthly cost. 
If it is included in the total loan pay- 
ment then no selling effort is required 


at the time the loan is executed, but 
if it is not a part of the payment then 
the loan official makes only a brief 
reference to the purchase of the life 
insurance and in most cases the deb- 
tor is inclined to buy it. 

As a consequence, once an agency 
has been established with a financial 
institution there is no such thing as a 
training course, or anything of the 
kind. The life company does not have 
to meet any of the problems that are 
present in connection with the ap- 


(CONTINUED ON PAGB 16) 





BYRON NORTON 


advertisement quoted 


After making a living, I 
have paid for our home, 


life insurance, received 
$8,000 of free Franklin 


Franklin. (By the way I 
don’t need the money. 
Can I leave it as an 












In late 1946 our national 


Byron Norton of Anderson, 
Indiana, as saying: “It is 

18 months since I joined 
Franklin. Thanks for the 
opportunity you gave me. 


bought a new Dodge (for 
cash) made several hundred 
dollars of improvement on 
our home, bought $10,000 


group insurance, and have 
$5,000 on deposit with the 


interest-bearing account?)” 





Springfield, Illinois 


Dear Jim: 


“Equal to a $62,000 Single 
Premium Immediate Annuity” 


Anderson, Indiana 


James A. Hands, Vice President 
The Franklin Life Insurance Company 


I enjoyed visiting with you in your office the other 
day, and rehashing old times, particularly the won- 
derful improvement leading to my present comfort- 


able financial condition. I realize that my story is by 


no means spectacular, but to me it is certainly grati- 


fying. 


As you know, I joined the Franklin in March, 
1945, after twenty years of previous life insurance 
experience. In 1947, my first renewal year, my re- 


grown since then: 


newals amounted to $988. Here’s how they have 











Ee $1,400 
1949 . 1,900 
FE ieciesecnemeinsitiineniiagetinias 2,595 
SE ccrecisgiisiiceiininccoatamenbaconitien 2,907 
NE sciatic vsntnianein tian 3,530 


In 1953 they should exceed $4,000 


Remember that during these eight Franklin years 


I have enjoyed an average income of $12,000, and in 
that short period of time have built up financial se- 
curity for myself and my family of over $300 per 
month (renewals) which is equivalent to owning a 
$62,000 single premium immediate annuity—at age 


53. 


I’m a happy man, as I wrote you once before. 
(Signed) Byron Norton 


Lhe Priendlly 


CHAS. E. BECKER, PRESIDENT 
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SPRINGFIELD, ILLINOIS 


DISTINGUISHED SERVICE SINCE 1884 
One of the 15 Oldest Stock Legal Reserve Life Companies in America 


Over a Billion Four Hundred Million Dollars of Insurance in Force 
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The Pilot Is Fifty! 


Design of a company trademark in 1924 was a natural one: a 
ship's steel-eyed pilot at his wheel, and an illustration of majestic 
Pilot Mountain, historic outpost in the Blue Ridge. Printed countless 
millions of times, the Pilot seal has always symbolized protec- 
tion, dependability. 


But to some people it has special and different meanings. To the 
heads of thousands of families it stands for family protection and 
financial security. Thousands of businessmen recognize it as the 
backbone of their business success. 


To hundreds of thousands of school children the Pilot at his 
wheel is the man who protects them in case of school associated 
accidents. To many students The Pilot symbolizes the reality of a 
college education. To older men and women it means the happy 
retirement no one can take away from them. 


With all its diverse interpretations, the Pilot symbol has become 
a vital part of millions of lives for half a century. 





tal LYe Parle Company 


PILOT TO PROTECTION FOR OVER FIFTY YEARS 0. F. STAFFORD, President ¢ GREENSBORO. N.C. 








HERE’S 
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Low package room rates for week-ends. 


Fels Shamrock 


HOUSTON 





GLENN McCARTHY, President FRANK H. BRIGGS, V. P. and Gen. Mgr. 











Revenue Rulings on 


N.Y. Self Insured 
Disability Plans 


WASHINGTON—Internal revenue 
ruling 208 holds that benefits received 
under a self-insured plan complying 
with New York’s disability benefits 
law applying to non-occupational in- 
juries or sickness are excludable from 
gross income of recipients as accident 
or health insurance under code-section 
22(B) (5) where the benefits are paid 
entirely from an independent fund 
consisting solely of employes’ contri- 
butions and earnings therefrom. 

However, revenue ruling 209 holds 
a self-insured plan established by an 
employer complying with the New 
York law under which (1) benefits 


paid are based on length of service 


rather than degree of disability; (2) 
employes make no contributions to the 
plan or other payments similar to 
premiums, and (3) there is no trust 
or other separate entity into which 
the employer pays contributions and 
from which employes receive benefits, 
is not an insurance plan under 22(B)- 
(5), since there is nothing to distin- 
guish benefit payments under the plan 
from continuation of regular compen- 
sation, in whole or part, during dis- 
ability. 

Revenue ruling 210 holds that where 
an employer purchased an individual 
accident policy for each salesman and 
will continue paying premiums there- 
on, such policy providing death bene- 
fit and weekly indemnity for total 
disability, and where the employer 
retained no incident of ownership in 
policies and employes have full rights, 
benefits and privileges thereunder, in- 
cluding right to name _ beneficiaries, 
as: (1) premiums paid by employer 
under these circumstances are allow- 
able deductions under code section 23 
(A) (1) (A), and (2) premiums paid 
on such policies constitute taxable in- 
come to salesmen. 





Independence Life May 
Extend Vending Program 


Independence Life of Charlotte, N. 
C., with which W. C. Cheek, the 
former N. C. insurance commissioner, 
has become connected, last March 
bought Insurograph. This is a con- 
cern that was located at Macon, Ga., 
which owns the machines that vend 
the policies of Associated Aviation 
Underwriters at the airports. Asso- 
ciated rents these machines from 
Independence Life. There are about 
450 in operation at the _ airports. 
It was believed that when Independ- 
ence Life bought Insurograph, the in- 
tention was to use the machines to 
vend other types of insurance that 
would be offered by Independence Life 
and, particularly, combinations of life 
and A. & H. insurance. The idea was 
to set up the machines especially in 
factories. 





Martin St. Louis Speaker 


Addressing the first fall meeting of 
St. Louis General Agents & Managers 
Assn., James R. Martin, superintend- 
ent of agencies of Massachusetts Mu- 
tual, pointed to present agency per- 
sonnel as the most fertile recruiting 
field. He noted that his company over 
the past two years has had exception- 
ally good experience from agent-pros- 
pect recommendations made by men 
who were in their first year in the bus- 
iness. 


Retail Credit Opens 4 Offices 
Four new branches have heen 
opened by Retail Credit Co. The of- 





——= 


fices, and their managers, are: Sa] 
Mass., B. L. Busfield; Paducah, Ky 
G. D. Carroll; Mankato, Minn., D, } 
Schandler, and Alexandria, Va., G, g 
Gregory. 
With the company for 31 years, My 
Busfield has been manager at McKee, 
port, Pa. Mr. Carroll, a seven-year Re 
tail Credit veteran, has been assistay 
manager at Grand Rapids, Mich. Mp 
Schandler formerly was assistant map. 
ager at Chicago and has been with the 
company seven years. Mr. Gregory 
formerly in the home office, has bee, 
with the organization for 13 years, 





Smith Asks Stricter Laws 


on New Insurers in Texas 


Stiffer laws for control of new in. 
surers in Texas are urged by Garland 
A. Smith, new chairman of the Texas 
board of insurance commissioners, Mr. 
Smith said he plans to draft prope 
legislation designed to stem the mush. 
rooming of new companies which dp 
not have sufficient securities to pro. 
tect customers. 

He addressed Texas Federation of 
Insurance Women at Houston and late 
conferred with insurance men. He 
pointed out that Texas has 1,822 insur. 
ance companies, of which about 500 
are Texas domiciled. He insisted that 
the number is too great and that Texas 
laws are lax on the organization and 
supervision of these companies. 

“We need a good legislative program 
to strengthen our laws and we’ll need 
the support of the insurance industry 
in this program,” he said. 

The commissioner blamed part of 
the situation on lack of sufficient per- 
sonnel in the department. He pointed 
out that the board has only 28 exani- 
ners and that Texas has more com- 
panies than any other state in the na- 
tion. Current laws require that a com- 
pany be examined at least once every 
two years. 





Deplores Corporate Taxes 


The corporate income tax is today 
the largest single source of federal rev- 
enue, Dr. A. K. Eaton, assistant deputy 
minister of finance, told Life Insurance 
& Trust Council of Montreal. Govern- 
ments in North America are taxing 
away about one-half the profits of 
corporate enterprises, he said. 

“Fifteen years ago businessmen and 
authorities in the field of public fin- 
ance would probably have assured you 
that this just could not happen, or, if 
it did happen, that new investment 
would just dry up and that business 
would falter and die,’ he said. 





Reinsurance Near $7 Billion 


Reinsurance has become a relatively 
large-scale activity in this countty, 
with almost as much of it today as the 
total of life insurance outstanding at 
the turn of the century, Institute of 
Life Insurance says. Total last year was 
in excess of $1 billion and the total 
life reinsurance in force is approach- 
ing $7 billion. 


Projected K.C. Home 











Here is a picture of what the new 
home office building of Postal Life & 
Casualty of Kansas City is going to 
took like. Excavations have started and 
occupancy is scheduled for early next 
year. 
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A.M.A. CONFERENCE 


Ways to Better Office 
Efficiency Told at 
New York Meeting 


There was considerable life insurance 
interest in the office management con- 
ference sponsored at New York City 
lat week by American Management 
Assn. Among the life insurance per- 
sons participating were J. McCall 
Hughes, vice-president and controller 
of Mutual Life; Harry L. Archey, 
secretary of Fidelity Mutual Life; Miss 
Marion A. Bills, assistant secretary of 
Aetna Life, and Edgar T. Speer, 
methods analyst of Prudential. 

According to Mr. Hughes, functional 
costs and other expense data can help 
business concerns only if management 
“sees the need for the information and 
will actively use it as an aid in deter- 
mining policy and in day-to-day opera- 
tions.” 





To operate efficiently, business needs 
to know how much it costs to perform 
individual functions, Mr. Hughes 
stated. There are simple and inexpen- 
sive ways to acquire information about 
office operations, he asserted, but “‘cost 
information is not an end in itself—it 
won't control a thing unless it is used, 
and used vigorously.” 

Mr. Hughes observed that if the chief 
executive evidences an active interest 
in cost figures and discusses them with 
various department heads; if he will 
request explanations for fluctuations 
in costs between operating units and 
from period to period; and if he will 
use the cost figures as a basis for asses- 
sing changes in policy, organization, 
methods, etc.; then the cost data will 
“pay off” and the expense involved in 
obtaining the figures will be returned 
many times over through more efficient 
operations. 

“Planning is a control function, and 
cost data is one of the fundamental 
factors,’ Mr. Hughes said. “As a con- 
trol function, it is as important as con- 
trol over cash.” He said Mutual Life 
has four basic types of cost informa- 
ion: (1) Expenses by classification of 
expenses; (2) expenses by organiza- 
tional unit; (3) an annual expense 
budget (reconciled every four months) ; 
and (4) functional costs. 

e ‘J 6 

The first two are normal accounting 
figures that are produced monthly, 
Mr. Hughes said. They serve the plan- 
ning group by indicating areas which 
may need investigation and study, and 
enable operating departments to ob- 
serve trends and initiafe planning 
studies. 

The expense budget, he continued, 
is helpful in planning work because 
each department and division must 
plan in order to make up a budget. The 
planning director is a member of the 
budget committee and has the op- 
portunity to check and review any 
plans or programs which may not have 
been brought to his attention through 
some other source. 

“From a planning viewpoint,” Mr. 
Hughes went on, “the functional costs 
are the most useful and the most im- 
portant of our various cost analyses 
for use in studying office operations. 
To us, functional costs mean overall 
and unit costs of performing a particu- 
lar operation, such as billing and col- 
lection of premiums, change of address, 
Paying death benefits, servicing mort- 
gage loans, etc. We break our opera- 


tions down into 237 functions. In each 
case, we have the total cost and the 
number of units handled so we can 
obtain the unit cost. In building up the 
total cost, we must first obtain the 
salary cost by departments, other direct 
costs, indirect costs and overhead. 
Therefore, we are able to determine 
the functional cost (both total and 
unit) for each of these types of ex- 
pense. This breakdown is important 
because in many cases one of these 
classifications (usually salary) rep- 
resents the major portion of the con- 
trollable cost, and therefore aids in 


determining what course of action 
should be taken.” 

Mr. Archey said Fidelity Mutual ex- 
pects a reduction in clerical costs as 
the result of its forthcoming work 
measurement and standards program. 
Trial runs of the program now are 
under way in two limited areas. 

Though the company lacks the large 
number of clerks performing simple, 
repetitive operations, Mr. Archey said 
it decided to install work standards 
anyway because of realization that “the 
work in almost every job in every com- 
pany today is being measured and com- 


pared with a performance standard.” 
Mr. Archey listed the following an- 
ticipated benefits: The supervisor will 
have a better guide to his personnel 
requirements; he will find it easier to 
balance his personnel with the work- 
load, substantiate a request for addi- 
tional personnel, and realize when he 
is overstaffed. The supervisor and de- 
partment head will have more reliable 
data in appraising the performance of 
the unit and, in many cases, the in- 
dividual employes. Knowledge of how 
much time a particular operation re- 
(CONTINUED ON PAGE 16) 





Every typist can be a statistical typist with 
IBM’s electric decimal tabulation . . . nine 
keys, built right into the keyboard of an IBM 
Electric Typewriter, take the drudgery out of 
tabular typing, make it as fast and effortless 


as typing a business letter. 


The mere touching of the proper decimal 
tabular key speeds the carriage automatically to 
the correct amount position within the column. 
Each figure lines up exactly, with no back- 
spacing, no waste hand motion, no lost time. 


IBM Clistic 


TRADE MARK 


INTERNATIONAL BUSINESS MACHINES 





This same model, having all the advan- 
tages of standard IBM Electrics, produces 
better-looking work in less time, with less 
effort on every typing job. Write today for a 
demonstration or illustrated brochure on the 
IBM Decimal Tabulation model. 


IBM, Dept. NL-3 
590 Madison Ave., New York 22, N. Y. 


0 I’d like to see the IBM Electric Decimal 
Tabulation Typewriter. 


(0 Please send brochure. 
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Conn. Mutual Survey 
Shows Sources of 
New Business 


A total of 43% of new business comes 
from prospects known less than a 
year, according to a recent survey 
made by the Connecticut Mutual Life 
superintendent of agencies. Partici- 
pating in the study were 157 agents 


than three months; 6% 


under the direction of Horace R. Smith, 
who based their replies on 4,578 paid 
cases covering more than $25 million. 

Purpose of the survey was to reveal 
trends of prospecting sources and 
methods used. Questioned on the length 
of time known before making a sale, 
the agents reported 30% of the busi- 
ness was sold to prospects known less 
were known 
three to six months and 7% from six 
months to one year. 

Prospects known 10 years or longer 
accounted for 21% of the business, but 
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4% 


introduced only a short time ago, MASTERPLAN 
in its first full two months accounted for 18% of the company’s 
sales. Average size policy was $6,394.00. 


General American men find the versatility of MASTERPLAN 
popular. Actually MASTERPLAN is many policies in 

one. It gives the insured the guaranteed right to choose 
later the plan that best meets his needs then. It gives cash 
endowment privileges with continued protection 

. . . offers a sound savings plan where the insured can 


get back more than he pays in. 





ST. LOUIS, MO. 
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MASTERPLAN really “Takes the IF out of LIFE” 
for the agent as well as the prospect. 


For further information write Frank Vesser, Vice Presidenc 


General American Life 


One of the nation’s leading mutual legal reserve companies 
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Prospects-Agents want it!!! 
ILLINOIS MUTUAL has it... 
HOSPITAL INDEMNIFYING PLAN! 


Offer your prospects a unique Hospital-Surgical 
policy that shows exact benefits in the hospital . . . 
exact amount paid for surgical work performed. 
Wide choice of plans offered, with varying premi- 
ums and benefits. Makes an attractive selling point. 
Over 43 years offering Accident, Sickness, Hospital, 
Surgical, and Medical Expense Insurance 


Desirable agency openings in Illinois, Indiana, 


Minnesota, 


Michigan, 
Wisconsin. Agents inquiries invited .. . 


no obligation. 


Illinois Mutual Casualty Co. 


(non assessable) 


HOME OFFICE: 411 LIBERTY ST. PEORIA, ILL. 
Cc. Cc INMAN 
Executive Vice President 


EZ. A. McCORD 
President 
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only 8% came from prospects known 
from one to two years, 17% from pros- 
pects known from two to five years and 
11% from those known five to 10 years. 

The two most productive groups of 
contacts from the standpoint of new 
business sold were from the two ex- 
tremes ... 30% from new acquaint- 
ances, and 21% from people known 10 
years or more. 

The law of diminishing returns was 
shown at work in a survey on produc- 
tivity of first and subsequent sales 
attempts. Business sold on the first 
sales interview amounted to 46% of 
the total, while 33% came from the 
second, 14% from the third and 7% 
from the fourth. Comparing this with 
the percentage of lives, 85% of the 
applications were secured on either 
the first or the second attempt, 10% 
from the third and 5% from the fourth 
and subsequent attempts. 

Agents reported 34% of their busi- 
ness was closed before noon, 36% was 
closed between one and six in the 
afternoon, and 30% after six o’clock. 

The study revealed that 55% of the 
business came from two_ sources 
divided—25% from the agent’s per- 
sonal observation and 30% was in- 
surance on present policyholders. An 
additional 25% came from referred 
leads, amounting to 11% on prospects 
referred by policyholders and 14% 
referred by friends. Thus from only 
four sources came 80% of the busi- 
ness. The next largest source, 8%, 
came from direct mail leads. 

Sales resulting from initial cold 
canvass contact produced only 4% of 
the business. However, friends de- 
veloping out of cold canvass accounted 
for substantial portions of the business 
which was reported as coming from 
acquaintances over a period of months 
and years. 

The survey indicates that family 
needs motivated 63% of the sales; 
16% of the business was for saving 
and retirement; 17% for business in- 
surance purposes, all other purposes 
of life insurance making up the re- 
maining 4%. 

The 20-49 age bracket was a prime 
target since 86% of the business came 
from this group; 20% came from ap- 
plicants between 25-29; 19% from 
30-34; 17% from 35-39; 12% from 
40-44; 814% from 45-49; and slightly 
more than 8% from 20-24. 

Agents who participated in this 
study ranged from one man in his 
first six months to one with 25 years 
of experience. 





Langer Studying 
U.S. Legislation in 
Mail Order Field 


WASHINGTON—Senator Lange; 
North Dakota, is considering pogg. 
bility of mail order insurance legis)a. 
tion and the staff of the senate judici. 
ary committee, which he heads, , 
making background investigations jp 
that connection. 

They have been in touch with fed. 
eral trade commission officials, D, ¢ 
Superintendent Jordan, and othe 
sources of information. 

Senator Langer asked for and ob. 
tained a list of mail order companig 
He asked Mr. Jordan what provision; 
should be incorporated in_ possibk 
federal legislation on the subject; als 
whether any mail order companie 
have applied for license here, an 
whether any of them were denied ani 
if so, why. 

Mr. Jordan is understood to have 
replied none had applied for licens 
here. He stated he had no information 
leading him to believe the situation js 
sufficiently serious to warrant federa| 
legislation but, if such is enacted, he 
suggested the following provisions be 
included: 

1. Prohibition against soliciting 
business in any state where, because 
cf financial inadequacy, a company i; 
not eligible for license. 

2. Requirement that solicitation of 
business include statement of assets, 
liabilities and surplus, names of state 
in which the company is licensed, and 
data on premiums and loss ratio the 
previous year, expenses __includin 
salaries of officers, etc. 

3. Such other information needed 
by the average prospective insured to 
compare the coverage offered with thi 
available from licensed companies. 
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LOS ANGELES—Los Angeles CL. 
chapter, Life Insurance Manager 
Assn., and Life Underwriters Assn. of 


Los Angeles are jointly sponsoring) watchin 


luncheon Oct. 26 to observe the 26t 
anniversary of the American Colle 


about o! 


and to confer new C.L.U. designation} ©*Pense 


Raymond B. Allen, chancellor ¢ 
University of California, will be th 


com. 


agency | 


speaker, with David McCahan, pres} cy cost 
dent of the American College, bringing adopted 
greetings. Davis W. Gregg, dean | to those 
American College, will confer the de 
signations. 
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Don T. McKellar, Vandalia, Ill, receives an engraved gold watch f 


E. H. Henning, president of Central Standard Life, in recognition of his 
years as an app-a-week club member. At left is Harry L. Schroeder, 
director., and at right is Alexander MacArthur, vice-president. Occasion 
the company’s two-day fall production conference at Chicago, at which 
field men were honored for their app-a-week club records, bringing 
insurance for the year to date to more than $6,600,000. 
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watching agency expenses, saying that 
about one-third of the total operating 
expenses of all life companies, exclud- 
ing commissions and taxes, will go into 


4 agency cost during 1953, and an agen- 


cy cost control program should be 
adopted to convert unsatisfactory costs 
to those having a positive effect on 
production. 

This was a 100% working meeting. 


No social activities were planned. After 


1% days of speechmaking ‘and discus- 


‘sions, the accountants toured the Chi- 
"cago home offices of member compa- 
‘nies and had a look-see at the various 


types of operations. 





| Plan Cal. Sales Congress 


California Assn of A. & H. Mana- 
Clubs at the sales congress Oct. 
, Los Angeles, will hear talks by 
Robert E. Richards of First 


| Church of the Brethren at Long Beach; 
| R. L. McMillon of Business Men’s As- 
/ surance at Abilene, 
) Silverstein, 

Casualty at Los Angeles. There will be 
8 panel discussion on special risks in 
/A. & H. at which the speakers will be 
‘Donald G. Heth, special risks and avi- 


\g ok manager of Continental Casualty 


Tex., and Joseph 
who represents Continental 


Angeles, and R. Krausse of A. R. 
usse & Co., San Francisco. 


Tenn. Hospital Units Merge 
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The Kingsport, Tenn. area Blue 
Shield plan, Community Service, only 
Independent hospital insurance group 
in the state, has merged with Tennes- 
see Hospital Service Assn., with the 
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ment of the A. & H. business may have 
had something to do with the mis- 
understanding of the importance of 
that field, and added that A. & H. prob- 
ably opens more doors to the agent 
than life insurance. 

President Howard E. Nevonen, 
Washington National, named the com- 
mittee to consider the merger of the 
club with A. & H. Underwriters Assn. 
of L. A., a proposal that will be voted 
on at the state convention Oct. 30. 


Coron Columbus Speaker 


Howard H. Coron of Canton, O., dis- 
trict manager for Mutual Benefit H. & 
A. addressed Columbus Assn. of A. & 
H. Underwriters on “Sales and Closing 
Techniques.” 


Hear Pace at Richmond 


Warren Pace, agency director of 
Guardian Life, addressed the October 
meeting of Richmond, Va. Assn. of 
A. & H. Underwriters on “Life Com- 
panies Enter the A. & H. Field.” 


Conference Directory Issued 

The 1953-54 edition of the H. & A. 
Underwriters Conference directory has 
been distributed to member companies. 
It includes the listing of member com- 
panies, officers and executive staff 
members, as well as an outline of the 
various activities and services of the 
conference, types of coverage written 
and states in which members are li- 
censed to operate, company member- 
ship by states, new committee person- 
nel and a brief summary of committee 
functions, the constitution, and a calen- 
dar listing dates of meetings for the 
next 18 months. 











e@ William Burns, accident and life 
underwriter in the Chicago office of 
Newhouse & Hawley, has resigned. 
Future plans will be announced at 
a later date. 





CHANGES 


Ben Chapman Made Ala. 


Manager for State Mutual 


Ben Chapman, former major league 
baseball star and 
one-time manager 
of the Philadel- 
phia Phillies, has 
been appointed 
Alabama manager 
for State Mutual 
Life. He will have 
headquarters at 
Birmingham. 

Mr. Chapman 
spent 25 years in 
organized baseball. 
He joined State 
Mutual’s Hammer 
agency at Tampa 
a few years ago 
and established an outstanding produc- 
tion record. 





Ben Chapman 


Hecker Is Ill. Supervisor 


Prudential has appointed Herbert 
E. Hecker regional supervisor for IIl- 
inois with headquarters at Chicago. 
Mr. Hecker, who will assist William 
Ingram, director of agencies, succeeds 
John S. Marden, who has been trans- 
ferred to the Mid-America regional 
home office. 

Mr. Hecker joined Prudential in 1933 
at Newark and in 1952 was appointed 
head of the Pitman, N. J., office. 


Wells Regional Manager 


T. S. Wells has been appointed re- 
gional manager for Great Northwest 
Life at Oakland, Cal. For the last year 
Mr. Wells was a partner in the Wells 
& Milner general agency of Great 
Northwest at Oakland. Before that he 
was assistant manager of another a- 





Issue Ages 0-14 


FIFTY UNION SQUARE 





ynow wing 

another attractive addition to 

GUARDIAN’S quality line of 
LIFE POLICIES 

The Junior Guardian 


Premiums payable to age 65 


Each unit of $1,000 increases to $5,000 at age 
21—with no increase in premium. 


Get full information from 
your nearest GUARDIAN Office. 


LIFE-ACCIDENT AND HEALTH 


FH GUARDIAN BZ LK. eve Goren OF AMERICA 


OVER A BILLION DOLLARS 
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NEW YORK 3, N. Y. 
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gency there, representing Columbus 
Mutual, Pacific National and Consti- 
tution Life. He entered the business in 
1938 and served in the navy during 
the last war. 


Shift Thomas to W. Texas 
Great Southern Life has appointed 
Louis N. Thomas manager in west 
Texas with headquarters at Abilene. 
Mr. Thomas, formerly manager in 
northwest Texas, joined the company 
in 1946 and in 1948 was appointed 
manager at Amarillo. He is a navy 


veteran. 


DeLancey General Agent 


Floyd D. DeLancey, formerly dis- 
trict manager at Cincinnati for Ohio 
National, has been appointed general 
agent for Occidental Life of California 
at Central City, Neb. He entered the 
business in 1947 with Ohio National. 


Pappas Joins Franklin Life 

James W. Pappas has been appoint- 
ed district manager at Fall River, 
Mass., for Franklin Life. Mr. Pappas, 
formerly with Boston Mutual as assis- 
tant manager at Fall River, is an air 
corps veteran. 


Prudence Adds Ind. Agency 

Prudence Life of Chicago has opened 
a Marion, Ind., office in the Andrews 
building. Gregory T. Bryant has been 
appointed manager. 


eArnold Traxler, one time outfielder 
for the New York Yankees, has been 
appointed district manager for Jeffer- 
son Standard Life at Oakland, Cal., 
succeeding W. E. Ogden who has re- 
turned to personal production. Mr. 
Traxler has been a life agent for sev- 
eral years. 


e Paul B. Strom has been appointed 
assistant general agent at Pittsburgh 
for Aetna Life. Mr. Strom, formerly 
agency assistant in the home office, 
joined Aetna Life in 1947 at Omaha, 
and later was promoted to agency 
supervisor. He served in the army 
during World War II. 


e Clifford F. Daley has been named 
a district manager for the King agency 
of United States Life at Levittown, 
N. Y. He was with Equitable Society 
at New York City from 1946 to 1950 
when he joined Manhattan Life there. 


e Great American Reserve has ap- 
pointed Sid McKinnon, manager at 
Shreveport. He has been assistant 
manager of the company’s southwest 
agency at San Antonio. 


e Donald P. Murray, former group 
sales representative for Occidental Life 
of California at St. Louis, has been ad- 
vanced to assistant regional group su- 
— there. He joined Occidental 
in 1952. 








Prudential Makes Changes 


Prudential has appointed Stuart 
Dawson, formerly mortgage loan man- 
ager at Buffalo, to a similar position 
at Philadelphia, replacing Elmer Hos- 
king, who has been named general 
mortgage loan manager for the Mid- 
America home office at Chicago. Re- 
placing Mr. Dawson at Buffalo will 
be S. Raymond Supplee, who has 
served as production manager at Oma- 
ha for the Iowa-Nebraska regional of- 
fice, and taking Mr. Supplee’s place at 
Omaha is Russell R. Harris, promoted 
from supervising appraiser at Phila- 
delphia. 

Mr. Dawson joined the company in 
1946 at Kansas City, later was named 
assistant loan production manager for 
New England, and subsequently went 
to Buffalo. Mr. Supplee, who also went 
with the company in 1946, has been 
at Philadelphia since 1934 when he 
joined the company. 


Prospecting 
— -AldS 


JAMES W. PERRY's unit produced 
275% of paid premium quota 
in his first 23 months with 
Pacific Mutual as Agency Super- 
visor in Los Angeles. “It’s pros- 
pecting that does it,” says Jim, 
“and with P.M.’s co-ordinated 
prospecting helps, the hopper’s 
always full.at our office. The 
company’s Direct Mail. Plan 
gives us a constant flow of leads; 
and P.M. pre-approach tech- 
niques really soften up the 
tough cases.” 


gkted| 


ee ee ee ee 


LIFE INSURANCE COMPANY 


HOME OFFICE 
LOS ANGELES, CALIFORNIA 


¢ THY 
° & 


1868 


LIFE « ACCIDENT & HEALTH 
RETIREMENT PLANS « GROUP 





E. . 


many y¢ 
the inv 


Harry 
claims c 
has be 
claims. 
tofore 1 
coordin: 
manage! 

Worle 
methods 
coording 
vious re 
tion su] 
by Cly 
secretar 

Ben F 
been se 
win Lev 
departm 


Philac 


Alan 
assistan 
for Phil 
tered tk 
Home L 
manage 
in 1947. 

He jo 
as regi 
county : 
He is ai 


Benso 
Cliffo 
moted | 
for Cot 
the com 
at Min 
Policy 

assistan 
Ment. ] 
supervis 


Jeffer: 





Guy I 
bersonn. 
to assi: 


+ 23, 1953] october 23, 1953 


LIFE INSURANCE EDITION 


11 




















mm COMPANY MEN 


Bankers L. & C. Elects 


Three’ New Vice-Presidents 


Three new _ vice-presidents have 
peen elected by Bankers Life & Casu- 
alty. They are H. 
B. Thompson, E. J. 
Kelly and C. L. 
Little. 

Mr. Thompson 
for many years 
was chief deputy 
of the Michigan 
insurance depart- 
ment, and before 



















for the Michigan 
Assn. of Life Un- 
derwriters and 
Detroit Better 
Business Bureau. 
Mr. Kelly has 
peen head of the claim department for 


H. B. Thompson 


E. J. Kelly C. L. Little 


many years, and Mr. Little has been in 
the investment department. 





Samm Heads Home Office 


Changes for Pacific Mutual 


Harry Samm, Pacific Mutual Life 
claims department manager since 1947, 
has been advanced to director of 


tofore manager of the planning and 
coordinating department, 
manager of the claims department. 

Worley Litsey has been promoted to 
methods analyst in the planning and 
coordinating department, and his pre- 
vious responsibilities as group produc- 
tion supervisor are now taken over 
by Clyde Johnson, group assistant 
secretary. 

Ben Helphand, associate actuary, has 


win Lewis as manager of the actuarial 
department. 


Philadelphia Raises Smith 


assistant superintendent of agencies 
tered the business in 1940 and joined 


Manager of recruiting and training 
in 1947, 


a regional director for Delaware 
county and the lower Delaware valley. 
He is an army veteran. 





Benson Policy Loan Chief 


Clifford E. Benson has been pro- 


for Connecticut Mutual. He joined 
at Minneapolis before entering the 
Policy loan department in 1931 as 
assistant to the head of the depart- 
ment. He was promoted to assistant 
Supervisor of policy loans in 1952. 





Jefferson Standard Changes 


Guy B. Phillips, Jr., manager of the 
Personnel division, has been promoted 
to assistant secretary of Jefferson 





claims. Douglas K. Swinnerton, here- | 
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been selected to succeed the late Al- | 


Alan L. Smith has been appointed | 
for Philadelphia Life. Mr Smith en- | 


Home Life in 1945, becoming assistant | 


He joined Philadelphia Life in 1952 | 


moted to supervisor of policy loans 


the company in 1922 and was cashier | 


Standard Life. He joined the company 
in 1938. An air force veteran of World 
War II, he was recalled for 17 months 
at the outbreak of the Korean con- 
flict. 

Paul D. Price has been named to 
the newly created position of assis- 
tant manager of the tabulating divi- 
sion. He started with Jefferson Stand- 
ard in 1951. 





e Beverly Roberts, formerly cashier, 
has been named assistant mortgage 
loan and real estate manager at Dallas 
for Massachusetts Mutual. He has been 
with the company since 1925. 


Cheek Leaves Department: 


Hostetler Acting N .C. Chief 


RALEIGH, N. C.—Commissioner 
Cheek’s resignation became effective 
Oct. 15 and he immediately joined In- 
dependence Life of Charlotte, as a con- 
sultant. 

Governor Umstead, who has not yet 
found a successor to Mr. Cheek, an- 
nounced that Charles A. Hostetler, 
chief deputy commissioner the past 
year, would be in charge of the de- 
partment until a new commissioner is 
named. 

State Senator John Larkins, Jr., of 
Trenton, to whom the appointment was 


offered, declined. Now the governor is 
reported to be surveying the western 
part of the state for a new commis- 
sioner. 





Richardson Follows DeRose 


Donald W. Richardson, who has en- 
gaged in private law practice at Evart, 
has been named as legal aid to Com- 
missioner Navarre of Michigan depart- 
ment. A veteran and graduate of 
Wayne University law school, Mr. 
Richardson succeeds John DeRose, 
who recently resigned to become an 
adjuster for Allstate. 





What better evidence that 





personal letters. 


salesmen. 


following attendance at this school. 


to 30 months to complete. 





NORTHWESTERN MUTUAL’S 


3-Phase Educational Program 


1. Short Course. The new agent is given 2 to 4 
weeks of personal tutoring. The text used and the 
sales techniques employed have been evolved from 
many years of successful agent training. 


2. Organized Personal Progress Program. 
The new agent charts his progress in field work 
through weekly reports and adds to his fund of 
knowledge through weekly study material. The 
Home Office Educational Division guides his im- 
provement through appropriate comments in weekly 


3. Intermediate Course. The agent gets per- 
sonal practical experience in programming proce- 
dures. He prepares his own presentations based on 
case studies of actual sales by the Company's top 


4.. Career School. Agents who qualify by demon- 
strated aptitude come to the Home Office to receive 
intensive instruction from officers and specialists of 
the Company. Outstanding records have been made 


5. Advanced Training. This is the finest and 
most comprehensive course that has been developed 
for the life underwriter. It covers Estate Planning, 
Business Life Insurance, Pension Trusts, Estate 
Taxes & Liquidation, Gift Taxes, ete. 


company. 


Requires 18 








NORTHWESTERN MUTUAL TRAINING 


helps bring success? 


—_ 
l 5 ) Northwestern Mutual agents won 


membership last year in the MILLION DOL- 
LAR ROUND TABLE. 


the No. 2 and 3 companies combined. 


.. almost as many as 


289 Northwestern Mutual agents 


have earned the coveted degree of CHAR- 
TERED LIFE UNDERWRITER...a greater number 


proportionately than any other life insurance 


637 Northwestern Mutual agents 


have qualified for the NATIONAL QUALITY 
AWARD this year. 97.0% of all the business 
written by these agents during the past two 


years is still in force. 





One important reason such excellent records 
are set, year after year, by agents of this 
Company is its Educational Program. It is 
this program, carrying through every stage 
of the agent’s development, that contributes 
greatly to the outstanding success of so many 
Northwestern Mutual men... to their high 
reputation in the profession... and to the 
name of Northwestern Mutual itself as “The 


Career Company.” 


‘The NORTHWESTERN MUTUAL Life Insurance Company 


ESTABLISHED 1857 © MILWAUKEE, WISCONSIN 
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Behind Each ‘Solution’ 


Years of ‘Planned 


WHEN a Home Life Field Underwriter presents 
his client with the solution to the problem of 
family security, twenty years of company-wide 
experience in “Planned Estates” now stand be- 
hind it. For in October, Home Life marked the 
twentieth anniversary of “‘Planned Estates” — 
an important milestone in the company’s 93- 
year history. 


Back in 1933, when Home Life introduced 
‘Planned Estates” as a company-wide method 
of operation, it was a new concept of the field 
underwriter’s work. Initiated at Home Life by 
President William P. Worthington, who was 
then Assistant Superintendent of Agencies, 
‘Planned Estates” was born of the deep convic- 
tion that the field underwriter will achieve suc- 
cess if he 


—-seeks problems to solve, not prospects to sell. 


—helps the client to understand the true value 
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Estates’ Experience 


of his present life insurance, thereby establish- 
ing better understanding of any new insurance 


needed. 


—enters the business to build a career rather 
than to “give it a whirl”; to build permanent 
clients rather than to deal with temporary cus- 
tomers. 


Now, as “Planned Estates” passes this twenty- 
year mark, we re-afhrm our faith in the program. 
For Home Life’s field organization, it has pro- 
vided a guiding philosophy of operation. For the 
company as a whole, it has meant sound growth 
and recognition for outstanding service. 


HomeE LIFE INSURANCE Co. 
256 Broadway, New York, N. Y. 
*°A Career Underwriters’ Company’ 


W. J. Cameron, 


W. P. Worthington, Chairman of the Board J. F. Walsh. 
President Vice Pres. & Mer. of Agencies 
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Big Field in Unusual 
A. & H. Covers, Smith 
Tells Chicago Group 


Chicago A. & H. Assn. had about 45 
on hand for its first meeting of the 
season to hear a talk by Darrel O. 
Smith, vice-president of American 
Casualty, who discussed the prospects 
for the agent in the sale of unusual 
coverages. 

Robert E. Keeley, Monarch Life, 
president, was in charge and it was 
announced that Chicago association is 
still in the black after having been 
host at the International convention 
last June. The program committee 
made a profit and was able to turn 
over $1,000 to the International and 
$800 to the Chicago association as well 
as $100 to the women’s division. 

Mr. Smith, who was introduced by 
Jay DeYoung, DeYoung-Kummerow, 
said the A. & H. business has now be- 
come all-embracing. An agent can’t 
turn around without being in contact 
with prospects for one or another of 
the policies that can be written. 

The business has developed so rapid- 
ly that the facilities American Casualty 
were advertising in 1943 are now all 
out of date. There has grown up in 
the meantime the terrific potential of 
polio and dread disease coverage, sum- 
mer camp insurance, sports policies, 
(which include team insurance and 
even go into auto racing drivers, mo- 
torcyclists and jockeys), as well as 
school child insurance, credit insur- 
ance, mortgage plans and so on and so 
on. There is a big field now for catas- 
trophe medical insurance and one 
agent of American Casualty has been 
selling short term trip insurance at the 
rate of $10,000 in premiums a month. 

Often times an agent will have the 


impression that his company does not 
write some of these so-called special 
lines, Mr. Smith said, but the fact is 
that most companies can work some- 
thing up, and there are many other 
companies in the business willing 
and desirous of covering nearly any 
contingency. Insurance is being written 
on almost every conceivable type of 
hazard, and he warned the agents not 
to be lax in looking for prospects and 
stirring up this type of insurance, be- 
cause it is being done by other agents 
who are rapidly developing a big mar- 
ket. Instead, the agent ought to think 
as the prospect does, not by the limited 
set of policies or a rate book, but by 
what the hazard is and what is needed 
in the way of protection. 





United Bankers Increases 


Stock Two-and-Half Times 


United Bankers Life has voted to 
increase its capital stock from 90,000 
to 225,000 shares through a two-and-a 
half for one stock split following an 
increase in the market value of its 
$20-a-share stock to $50 a share. Pre- 
mium income of the company has 
doubled each year since 1950, when it 
converted to an old line legal reserve 
stock basis. 





American College Sponsors 


CLU Teachers Conclaves 


More than 150 C.L.U. teachers in 
the western United States will attend 
four regional educational conferences, 
sponsored by the American College at 
San Francisco, Fort Worth, Chicago, 
and St. Louis. The two-day meetings 
will be held during the next five 
weeks. Similar conferences in the 
eastern half of the country are con- 
templated for the fall of 1954. 
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Ready Program for 
H. & A. Conference 


Underwriting Forum 

The full program has been printed 
for the underwriting forum of H. & A. 
Underwriters Conference at Chicago 
Nov. 3-4. 

The opening remarks will be de- 
livered by H. Lewis Reitz, Lincoln Na- 
tional Life, conference president, and 
John P. Hanna, managing director. 
Then there will be subcommittee re- 
ports on occupational classification, 
underwriting, and substandard A. & H., 
and a talk on trends in post-claim un- 
derwriting by D. B. Alport of Business 
Men’s Assurance. 

In the afternoon C. M. Barry of Ohio 
State Life will preside at a session at 
which talks will be given by E. B. For- 
sythe, Illinois Mutual Casualty, on 
claim and underwriting coordination; 
Glenn Brooks, Southland Life, agency 
and underwriting coordination; Ron- 
ald D. Rogers, North American Life, 
field force training and underwriting: 
John Galloway, Birmingham, chair- 
man of International Assn. of A. & H. 
Underwriters, field man’s underwrit- 
ing. 


On Tuesday, the session will open 
with a talk on A. & H. underwriting 
from a medical viewpoint by Dr. E. B. 
Williams, medical director of Wiscon- 
sin National Life. There will be a for- 
um that will cover underwriting of 
female risks, substandard underwrit- 
ing, and selection of individual catas- 
trophic coverage that will be presided 
over by Durward Ulfers, Mutual Bene- 
fit H. & A., with talks to be given by 
K. R. Buehler, Beacon Mutual Indem- 
nity, Stanford Miller, Employers Re- 
insurance, and Donald G. Stock, Equit- 
able Society. 

That afternoon there will be a case 
clinic presided over by Roy A. Mac- 
Donald of the conference, and there 
will be eight participants in this. 





Back-dating of Policies 
OK in New Hampshire 


New Hampshire department has 
ruled that life companies may sell 
policies back-dated up to six months 
before date of issue. That rescinds a 
ruling made by the department in 1912 
prohibiting such an action. The de- 
partment explained that its decision 
followed requests by individuals and 
firms desiring conforming program- 
ming schedules and pension plans. 





Honor R. B. Evans 


Special ceremonies honoring Presi- 
dent Richard B. Evans on his 20th an- 
niversary with Colonial Life marked 
that company’s agency convention at 
Pocono Manor, Pa. More than 160 field 
men met the production requirements 
for attendance. 





Steele is Nashville Speaker 


Allen M. Steele, general counsel for 
Life & Casualty, addressed the Octo- 
ber meeting of Nashville General A- 
gents & Managers Assn. He was in- 
troduced by Thomas M. Trabue, as- 
sociate counsel for John Hancock. 





Blue Cross-Shield Promotes 2 


F. Joe Bridges and Thomas E. Starke 
have been promoted to assistant re- 
gional directors at Dallas for Blue 
Cross-Blue Shield, which has divided 
the Dallas territory into two sub- 
territories. Ten counties are involved. 

Mr. Bridges has been a field rep- 
resentative for Blue Cross. Mr. Starke, 
before joining Blue Cross, was assis- 
tant superintendent of Prudential. 
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BOWLES, ANDREWS & 
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Consulting Actuaries 
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CARL A. TEFANY & CO. 
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Harry S. Tressel & Associates 
Certified Public Accountants 
and Actuaries 
10 S. La Salle St., Chicago 3, Mince 


one FRanklin 2-4020 
Harry S. Tressel, MAL ALA 
M, Welfman, F.S.A. Wm. H. Gillette, C.P.A, 
M. A. Mescevitch, A.S.A. W. P. 
Rebert Murray 

















CHASE CONOVER & CO. 
Consulting Actuaries 


and Certified Public Accountants 
M. F. BRENNAN, M.C.A. 
A. S. BOYD, JR. — KENNETH CAMDEN, C.P.A. 
Telephone FRanklin 2-3863 
135 S. La Salle St. Chicago 3, IU. 


INDIANA & NEBRASKA 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 


ARTHUR M. HAIGHT, President 
Indianapolis — Omaha 























MISSOURI 


NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 
NEW YORK 























Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran & Linder 
116 John Street, New York, N. Y, 








OKLAHOMA 
W. J. BARR 


Consulting Actuary 
HOME STATE LIFE BUILDING 
OKLAHOMA CITY, OKLA. 




















PENNSYLVANIA 


FRANK M. SPEAKMAN 


CONSULTING ACTUARY 

ASSOCIATE 

E. P. Higgins 
PHILADELPHIA 
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To guard against making a super- 
ficial sales pitch that neglects what 
may be a chance for a much larger case 
the “LIP” formula is a good one for 
the agent to use, P. A. Quarto, director 
of training of the Life Underwriter 
Training Council, told the Altoona Life 
Underwriters Assn. 

In this formula “L” stands for “list”; 
“|” for “inquiry” and “P” for “‘partici- 
pation.” 

“List” means that the agent should 
not call on any prospect without a 
carefully prepared list of interesting 
and appealing points about which he 
proposes to weave his sales presenta- 
tion. 

“This list should be prepared before 
going to see the prospect,” Mr. Quarto 
emphasized. “It should contain the 
major points we intend to put into his 
mind, which if correctly presented, 
should motivate him to take the action 
we want, namely, to purchase life in- 
surance.” 

As to what the list should contain, 
Mr. Quarto has another key word: 
“INSI.” This stands for information, 
needs, solutions and illustrations. 

These words mean that the agent 
should itemize all the information 
about the prospect that he can gather; 
needs include not just the familiar 
family needs but those of business men 
as well; solutions mean exploring all 
possible answers to the prospect’s prob- 


Sales Ideas That Work 





Quarto’s ‘LIP’ Formula Keeps Agent From 
Missing Any Bets in His Sales Pitch 


lems, not just life insurance, in order 
to show him that life insurance is the 
best solution; illustrations mean nail- 
ing down every point by finding an 
example or illustration to highlight it. 

“Inquiry,” the second key word in 
the “LIP” formula, may be thought of 
by some as the same as “pre-approach’’. 
The primary purpose of inquiry is to 
discover “idea-hooks” from which to 
hang interesting and disturbing pre- 
sentations, said Mr. Quarto. 

“Probably the main reason many 
underwriters fail to get very far in 
their interviews is that what they say 
has no disturbing influence on their 
prospects,” he said. “Too often they 
deal in generalities. Generalities are 
never disturbing and the prospects 
must be disturbed if they are going to 
buy.” 

Coming to participation, the final 
word in the “LIP” formula, Mr. Quarto 
said it means participation by the pros- 
pect. 

“No one, especially a prospect, likes 
to listen to a monologue unless he is 
delivering it,” he said. “Furthermore, 
if we do all the talking in a sales inter- 
view we will do little to further the 
inquiry phase of our job. Allowing— 
indeed encouraging — the prospect to 
participate in the interview will put 
many new arrows in our sales quivers. 
Such participation, if adequately and 
expertly guided, will add items to our 


list of ideas which we can profitably 
seek to impress upon the prospect’s 
mind.” 

The prospect’s participation, said Mr. 
Quarto, is best elicited by asking lead- 
ing questions. Even though the agent 
is averse to learning a sales talk ver- 
batim, it is advisable for him to memo- 
rize a list of leading questions which 
can be asked during the interview. 

Basic key questions are these: What 
are the prospect’s responsibilities in 
terms of the financial needs of his 
family? What property, including life 
insurance, does he now own to meet his 
needs? How far would that property, 
including life insurance, actually go to 
meet his needs and what does it fail 
to cover? How much money can the 
prospect save? F 

“Practically without exception,” sai 
Mr. Quarto, “the moment an under- 
writer knows the answers to these 
questions he finds himself face to face 
with an obvious chance to make a sale.” 


McFadden Open House 


New YorK—The Richard N. McFad- 
den agency of Prudential held open 
house in its new quarters at 25 Broad 
street. Formerly located at 120 Broad- 
way as part of the Stewart, Hencken 
& Will general insurance office, it 
was set up as a separate unit when the 
latter firm was merged with Marsh & 
McLennan. Among those on hand from 
the home office were Sayre MacLeod, 
vice-president; Charles W. Campbell, 
vice-president in charge of south- 
eastern region; John Holahan, regional 
superintendent of agencies, and James 
McEvoy, regional manager. 


LIA Approves 4 Bids 


Life Insurance Assn. of America has 
approved membership applications by 
Farmers & Traders Life, Federal Life 











& Casualty, General American Life, 
and Life & Casualty of Tennessee. Fed- 
eral L. & C. is a previous member. 





Remington Rand Has 
Calculator That Solves 
Problems, Makes Tape 


Remington Rand, Inc. has announced 
a compact ten-key calculating machine 
which provides both an immediate so- 
lution and a permanent tape record 
for any problem of multiplication, divi- 
sion or subtraction. The new model 99 
automatic printing calculator is partic- 
ularly useful for insurance operations 
because the permanent tape record 
provides both a record for filing and 
a set-up for checking of accuracy. 

One machine provides a printed rec- 
ord of computations in insurance of- 
fices for endorsements, short rate and 
pro rata cancellations, policy loan cash 
requests, premium statements, commis- 
sions, payroll audits, dividends, credit 
authorization. Life annuity premium 
payment figures may be quickly as- 
certained. For any determination of 
installment premium payments or op- 
tional settlements, this machine pro- 
vides an answer in seconds where for- 
merly many minutes would be neces- 
sary. Operation of the machine is en- 
tirely automatic. It is ready for a new 
problem when one solution has been 
recorded. Tab push controls used for 
putting the problem into the machine 
carry through all operations. 





@ Milton Young, member of the law 
faculty of New York University school 
of law, author of “Handbook of Tax 
Techniques”, addressed the October 
meeting of Life Insurance & Trust 
Council of Nashville. 
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Ways to Better Office 
Efficiency Told at NY Meet 


(CONTINUED FROM PAGE 7) 
quires will aid in appraising proposed 
methods changes and evaluating them 
after they have been put into effect 
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MR. BROKER ... 
HAVE YOU THOUGHT PENSION & PROFIT 
SHARING PLANS TOO TOUGH TO HANDLE? 


State Mutual’s new Pension and Profit Sharing Program 
knocks all the mystery out of selling this important type 
of business. Our material offers a sound step-by-step ap- 
proach and explains in easily understood language how 15 
salient features make our plans adaptable to any pension 
need and yet easy to sell. Why not contact our nearest 
general agent for a personal demonstration of our com- 
plete kit? Prove to yourself that Pension and Profit Shar- 
ing Plans don’t have to be complex. 


STATE: MUTOAL-LIFE 


OF WORCESTER, MASSACHUSETTS 
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Employes will have a better under- 
standing of how much work is reason- 
ably expected of them. 

Employe acceptance of an office 
machine or system is even more im- 
portant than the machine or system 
itself, Miss Bills noted. A poor system 
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carried out enthusiastically by super- 
visors and employes will be more 
efficient and less costly than a better 
system installed against worker an- 
tagonism, she declared. To avoid such 
a situation, Miss Bills suggested using 
“an almost universal trait of human 
nature,” the desire to be “in the know.” 
Get the supervisor and workers in on 
any change as early as possible, she 
advised, and whenever possible let 
them help work out the improved 
methods. 

A 20% increase in production after 
installation of work measurement has 
been the experience of the average 
clerical section at Prudential, Mr. Speer 
reported. This increase, he said, has 
resulted “not from pressure to work 
harder or faster but from the success- 
ful efforts of the managers and section 
heads to eliminate delays and to per- 
suade the average clerk to spend more 
hours of her working day actually 
working.” The fact that clerks know 
that individual production rates exist 
motivates them to attain “at least a 
respectable rate,” and supervision is 
able to use the rates to let clerks know 
what is expected of them and to im- 
prove work habits, training, and work 
assignments. 





Few Companies Write Big 
Volume of Credit Coverage 


(CONTINUED FROM PAGE 5) 
pointment of an individual agent 
writing a general line of business. 

Credit insurance has been definitely 
profitable to all of the companies writ- 
ing it. There are several factors favor- 
ing it. First, the business is preselected 
in the sense that the loan institution 
will lend money only to those who are 
in a satisfactory financial situation, 
who have good jobs, good reputations 
and who are known to be steady and 
reliable. Second, it is principally the 
younger people in every community 
that are buying home appliances, tele- 
vision sets, automobiles, furniture, etc., 
on the installment plan. Generally 
speaking, their health is good. The life 








Positive steps have been taken to assure continued growth for our society, 
increased service to our members and solid support for our representatives. 


During this anniversary year we have introduced a new technique in 
insurance selling featuring “packaged programs.” We offer insurance plans 
designed to fit primary needs and “package” them with effective sales aids 
and sound prospecting systems. These new methods have met with marked 
success during our Anniversary Sales Campaign just concluded. 


We look to the future confident that we will continue to keep pace 


to th 
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= the past year, we of The Maccabees have reflected on 
the 75 years which have elapsed since the founding of our society. Our 
vision, however, has not been directed entirely on the past. In fact, the 
greatest emphasis has been placed on plans for the future. 


with the growth of America. 





e76.1053 
on 


# veeer © 


DETROIT, 






THE MACCABEES 


MICHIGAN 





company is on the risk from about 
months to three years and the 
liability ceases. The on and off aspeg 
of the business is strongly in favor g 
the company writing credit insurang 
There is no such thing as being “stuck’ 
permanently with an undesirable ris, 

While Cuna Mutual and Old Repup. 


lic Credit appear to dominate the cred 


field, there are at least three othe 
companies that have made an impre. 
sive showing in the writing of cred 
insurance. These are the Credit Life 
Springfield, O., which ranked 258, 
among the life companies in 1943, by 
stood in the 117th position at the be 
ginning of this year with $261,074.09 
in force; the Pyramid Life of Charlotte 
N. C., which ranked 241st in 1943, ang 
148th at the beginning of this yey 
with a total of $160,532,099 in force ang 
the Colorado Credit Life of Boulde 
which began business in 1950 and now 
has more than $11 million in force ang 
is growing rapidly. Other companig 
are springing up and concentrating on 
eredit insurance. 


These newly formed companies re. 
port that the competition in the credit 
field is not nearly so keen as it is ip 
the writing of general business. Fo 
example, small town or so-called coun- 
try banks have not been interested in 
the writing of credit insurance in larg 
numbers up-to-date. While it is true 
that the lending institutions in the 
larger cities have been writing credit 
insurance for a long time, the custom 
has not spread to the smaller communi- 
ties, and it is in these out of the way 
places that the newer credit life com- 
panies are reaping a harvest. 

There are some who feel that con- 
panies writing credit insurance are 
providing unfair competition to their 
own agents who write a general life 
business, but this has not been found 
to be true in most instances. The ave- 
rage credit life policy is small, it dimi- 
nishes monthly and it forms no part of 
policyholder’s regular insurance pro- 
gram. It is temporary, transitory cov- 
erage that may be purchased, say two 
or three times in the life of the policy- 
holder, but is never thought of by him 
as a part of his regular life insurance 
program. 


The credit life companies have an 
association of their own, have worked 
out techniques for the writing of the 
business and are operating in a field 
where the growth is rapid. It is noted 
that such companies even though small 
are usually licensed in a comparatively 
large number of states. This is because 
they must be entered in all of the states 
in which a finance company for which 
they are writing business is operating. 
There are several such companies 
which feel that the writing of credit 
insurance provides a most attractive 
means of a new company getting 
started quickly in the life business, 
getting a respectable volume of busi- 
ness on the books. 

It has been observed that some com- 
panies that wrote credit insurance eX- 
clusively at first have gradually 
branched out into the writing of all 
forms of life insurance and _ have 
in this way gradually subordinated the 
credit business. Those that are the most 
enthusiastic about credit life insurance 
point out that installment buying is 4 
permanent feature of American life, 
that all of the statistics prove that in- 
stallment buying tends to increase 
rather than to decrease and that credit 
insurance is consequently almost ce 
tain to grow because widespread in- 
stallment buying provides the p 
for writing automatically. 
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Medical Directors Study 
Industry at N.Y. Meeting 


(CONTINUED FROM PAGE 4) 
no assistance in paying his medical 
pills until he has paid out a substantial 
deductible sum? Will he be willing 
to accept the principle of substantial 
sharing in the charges in excess of the 
deductible sum? In order to be an ef- 
fective form of health insurance such 
a program must be designed to serve 
all income brackets satisfactorily.” 

Continuing, he said, “The only con- 
trols on the amount of the charge by 
the physician or surgeon are, first, they 
must be ‘reasonable’ charges for ‘nec- 
essary’ services; second, the insured 
individual must pay a share of these 
charges, and lastly, the good conscience 
and self-control of the medical pro- 
fession.”” 

Of the other forms of A. & H. insur- 
ance, Mr. Milliman said, hospital ex- 
pense is the most widely held. Nearly 
91 million people—about three out of 
five in the U. S—have some type of 
this proteetion. Because “it is easier 
to persuade people to insure those dra- 
matic types of medical care which may 
involve substantial expense,” he said, 
“hospital and surgical expense insur- 
ance have been the most popular forms 
of medical expense insurance cover- 
age.” 

Of this second most popular form, 
surgical coverage, he said that 73 mil- 
lion owned it in 1952. “Both the desire 
to develop salable policies and the de- 
sire to have precise and understand- 
able contracts have led companies to 
emphasize insurance of hospital and 
surgical expenses,” he declared. “The 
inclusion of other forms of medical 
care means including a relatively large 
volume of relatively small claims.” 

At the end of 1952, Mr. Milliman re- 
ported, 3 million people had some form 
of medical expense coverage other 
than surgical insurance. 
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“If the Health Insurance Council is 
to do the job that is desired by the 
A.&H. industry,” Ralph T. Heller, vice- 
president of Prudential and A. & H. 
panel member, said, “it will require 
the active support of all the insurance 
groups which have an effective influ- 
ence on the matters we have under 
consideration. There have been great 
gains in mutual understanding on the 
part of doctors and hospitals and in- 
surance groups; there remains a wide 
field for the insurance company physi- 
cian to act as an effective interpreter 
of medical and hospital concepts and 
practices to the medical profession and 
the hospitals.” 

Mr. Heller, chairman of the council, 
reported that the council’s latest fig- 
ure “indicate that 91 million people 
have some protection against hospital 
expense; 73 million some protection 
against the expense of surgery; and 35 
million some measure of protection 
against medical costs. Fifty-one million 
carry hospital insurance, 48 million 
surgical insurance and 15 million medi- 
cal expense insurance with insurance 
companies on either the group or in- 
dividual plan. Very little of this insur- 
ance existed 20 years ago. The very 
extent of the coverage, however, makes 
it more necessary than ever that the 
Insurance be made to satisfactorily ful- 
fill its purposes and the greater is our 
obligation to see that the voluntary 
System works.” 

During the last five years, more than 
50 insurance companies have entered 
the A. & H. business, Dr. Joseph C. 
Horan, associate medical director of 
Metropolitan Life, declared. This in- 


surance, he said, is now “big business,” 
with Americans paying nearly $3 bil- 
lion a year for some kind of voluntary 
health protection through Blue Cross, 
Blue Shield or insurance companies. 

Dr. Horan stressed the work of 
Health Insurance Council, which is 
seeking to improve relations with doc- 
tors and hospitals to allow voluntary 
health insurance to satisfactorily meet 
all the reasonable needs of the public. 

There are many individuals who are 
perfectly good life insurance risks to 
whom insurance companies cannot is- 
sue any type of health insurance, Dr. 
Horan said. He listed high blood pres- 
sure, heart murmurs, and overweight 
as the three leading reasons for rejec- 
tion found in a study by his company; 
out of those declined for A. & H. in- 
surance, 10% were refused for neu- 
rasthenia, psychoasthenia, or psycho- 
neurosis; nearly 9% for disease of the 
spine and 6% for histories of peptic 
ulcer and other digestive disorders. 

These are conditions which may re- 
cur and cause incapacitation, or may 
disable the applicant for a very long 
time, he explained. He also pointed to 
the common area where reasons for 
declining A. & H. applicant would also 
be the reason for declination for life 
insurance. These would be circulatory 
diseases, including hypertension, and 
the extreme overweight and the gen- 
ito-urinary impairments of tubercu- 
losis and diabetes. 

e e @ 

Psycho-neurotics “are unquestion- 
ably poor disability risks, especially 
when compensation payments of one 
type or another are being received, 
but one need not fear issuing them 
standard insurance after a reasonable 
time, of, say, six months to a year, 
has elapsed,” Dr. Peter G. Denker, 
assistant professor of clinical neuro- 
logy, Cornell University Medical Cen- 
ter, told the delegates. 

“T doubt,” he said, however, “wheth- 
er a normal mortality would be ex- 
perienced were 100 such persons in- 
sured.” 

Two facts should be kept in mind 
in underwriting of manic-depressive or 
involutional psychosis cases, he said. 
He said these are the hazards of 
suicide and the probability of re- 
currence. “This is the group in which 
suicide is most likely and, as is well 
known, recurrence is more the rule 
than the exception.” 

He opined that an extra rating was 
completely justifiable, and suggested 
that underwriting decision be based 
on the number of episodes and the 
duration of recovery since illness. The 
agent should not, he cautioned, accept 
cyclical manic-depressive cases with 
frequent episodes alternating between 
elated and depressed moods. 

“A special challenge to life insurance 
medicine,” one which it is almost com- 
pulsory for the industry to accept, is a 
revamping of the medical examination 
in the case of cardiovascular-renal 
diseases, Edward A. Lew, actuary and 
statistician of Metropolitan Life, told 
the meeting. Death rates from diseases 
of the heart have in recent years been 
only moderately lower among insured 
lives than in the general population, 
he said. Greater emphasis on these 
diseases in the medical examination 
appears, therefore, to be in order, and 
to make the examination more effec- 
tive in detecting early potential vic- 
tims of these diseases, it will be neces- 
sary to supplement the examination 
with “new practical diagnostic tests.” 

Mr. Lew was concerned generally 
with the very low mortality rates 
among ordinary policyholders of 
younger ages and the shift in empasis 


Expect Record Turnout 


for Ill. Federation Lunch 


An exceptionally large turnout is 
expected for the annual meeting of In- 
surance Federation of Illinois at the 
Palmer House, Chicago, Nov. 3. Main 
speaker is Robert E. Barrett, the in- 
surance director of Illinois. 








on cause of deaths. “While medical 
underwriters have done very well thus 
far, in drawing the fine distinctions 
necessary to underwrite borderline 
risks at the younger ages, it is becom- 
ing increasingly difficult to do so as 
mortality rates decline,” Mr. Lew ob- 
served. 

Among his recommendations in this 
respect were change in the limit for 
standard insurance from a stated per- 
centage of standard mortality such as 
125% to, say, 1.5 or even 2 extra deaths 
per 1,000; more selective use of medi- 
cal examinations, special tests, physi- 
cians’ statements and other under- 
writing procedures; extension of non- 
medical limits further at younger ages; 
experimentation with non-medical un- 


derwriting of certain types of sub- 
standard risks; simplification of medi- 
cal examinations on smaller amounts of 
insurance and more economical meth- 
ods of underwriting risks at these 
younger ages. 

In a two-pronged study of patients 
with heart disease, made by Dr. 
George P. Robb, assistant medical dir- 
ector, and Herbert H. Marks, manager 
of insurance medical statistics, both of 
Metropolitan Life, it was found that an 
appreciable number of men recovered 
sufficiently to resume employment. 

The study covered a group of men 
between the ages of 40 and 60 who 
had been disabled, and another group 
of men, in the same age bracket, who 
had been receiving benefits but who 
were able to work again. 

In the first group, consisting of 540 
men, of those who had coronary oc- 
clusion, 70% lived five years or more, 
51% 10 years or more, and 34% still 
were living after 15 years. The same 
rate of survivorship was evidenced by 
those with no complications, but men 
under 50 had a better showing “but not 
as much as would be expected in view 
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of the difference in age.” 

Among the second group, of 649 men 
who had returned to work, those with 
occlusion made this showing: 79% 
lived more than five years after re- 
covery, and 53% more than 10 years. 
Of those with no occlusion, 84% lived 
more than five years and 70% more 
than 10 years. Of those with valvaular 
heart disease, 72% were alive after 
five years and 56% after 10 years. 

The researchers reported the study 
to be encouraging, especially for those 
with coronary occlusion, and said that 
it had proven that “existence of heart 
disease is compatible with many years 
of useful life.” 

Despite a decline of 70% in the 
mortality rate in tuberculosis between 
1930 and 1950, the case rate of the di- 
sease has dropped only 20%, Dr. E. M. 
Medlar, pathologist at the Hermann M. 
Biggs Memorial hospital, Ithaca, N. Y., 
declared. 

This condition stems from a lack of 
stress on the latter problem, he said, 
and attributed the inadequacy of the 
prevention program to examination 
procedure, in which many TB victims 
escape x-rays, and to holes in the 
follow-up program, re-examinations 
being given usually only to those who 
have a “clinically active” disease. 

“Today no physician is sure as to 
how an individual tuberculosis case 
should be treated,” Dr. Medlar said. 
“This undoubtedly is a most healthy 
situation, for the lethargic ‘wait and 
see’ philosophy of the past has been 
rudely shaken.” 

Smoking seems to meet most of the 
requirements for a first rate criminal 
suspect in lung cancer, E. Cuyler Ham- 
mond, statistical research section of 
American Cancer Society, declared. 
In 1950, with lung cancer deaths at 
an awesome point, five independent 
studies showed that a larger percen- 
tage of lung cancer patients reported 
a history of heavy smoking than a 
control series of persons who did not 
have cancer, he reported. 

Although cancer deaths in the U. S. 
are rising, he said, the rate among 
females has been going down since 


1936, and he attributed this to more 
efective therapy, earlier diagnosis, and 
more thorough public education. A- 
mong men, however, the rate has been 
rising, and most guilty has been lung 


cancer, a trend which “shows every in- strength and activity in New World Kentucky Central, association preg. 


dication of continuing.” 

Some observations about the di- 
sease, he said, are these: About 2,200 
women died of lung cancer in 1942 
and 3,600 in 1952, whereas compari- 
tive figures for men are 6,600 and 
16,400. Most deaths occur between the 
ages of 60 and 65. Among males, the 
rate is twice as high in urban areas 
as in rural areas. 

Preventive medicine, including safe- 
ty programs, is finding increased ap- 
plication among doctors who are con- 
cerned with the care of children, Dr. 
George M. Wheatley, 3rd vice-presi- 
dent of Metropolitan Life, observed. 
He declared that physicians are en- 
gaging in a widening variety of ac- 
tivities to promote safety in their 
respective communities. These include 
speaking engagements, service on 
boards dedicated to neighborhood 
safety, and contributions on the sub- 
ject to medical journals. 

An autopsy study on apparently 
healthy adult males under age 45 who 
died suddenly and accidentally from 
unsuspected coronary artery or vio- 
lence revealed a close correlation be- 
tween the type of physique and the 
degree of coronary arterio sclerosis, 
Dr. David M. Spain, director of labora- 
tories of Beth-El hospital, Brooklyn, 
observed. 

The well-muscled, athletic type has 
much more coronary sclerosis than 
other body types of the same age 
group, he said. 

A plant dealing with non-radio- 
active materials could be built for 
$1 million, whereas one which must 
process radioactive matter will cost $12 
million, Reynold F. Brown, chief med- 
ical examiner for New York Life, 
said. His talk, “The Present Status of 
Radiation Safety,” dealt with progress 
being made in assuring the safety of 
personnel in plants handling radioac- 
tive materials. 
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T Indianapolis Life any agent can rise as 
high as his brains, energy and the will to 
succeed can take him. The sky is the limit. In 
addition, ambitious men who qualify, 
Indianapolis Life’s many plus advantages en- 
abling them to build securely and profitably for 
the future. That’s because success-proven train- 
ing courses, programming schools, business and 
tax seminars, aggressive merchandising mate- 
rial, life-time service fees, and a complete line 
of quality, modern low-cost policies help agents 
to become career life underwriters quickly. 
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Unusual Strength Shown 
in New World Stock 


Brokers who follow life insurance 
company stock quotations note unusual 


Life. Control of that company was 
acquired some time ago by Farmers 
Auto Inter-Insurance Exchange of 
Los Angeles by paying $34 a share 
for a majority of the stock. However, 
when control was obtained, Farmers 
returned the tenders of those stock- 
holders who had offered to sell and 
the price of the stock sagged to about 
$20 a share. It came back somewhat 
from that low level, but just recently 
it has been showing what some believe 
is significant strength. Stock was being 
traded this week at 28 and better. 








The capital investment differences 
in the two plants were broken down 
further by Dr. Brown in this fashion: 
For each $1 million for operational 
expenses in a non-radioactive plant, 
$2 million will be spent in radioactive 
plants. Thus, for each $2 million spent 
on the processing of non-radioactive 
material, an outlay of $14 million must 
be made for radioactive matter. “This 
care,” however, Dr. Brown declared, 
“maintains the radiation to a mini- 
mum ...and the design of the (radia- 
tion) piles makes a disaster virtually 
impossible.” 

“An Experiment in Medical Educa- 
tion”, a program designed by the 
school of medicine, Western Reserve 
university, to equip a physician in 
four years for further study toward 
becoming a family physician, specialist, 
teacher or investigator, was outlined 
by Dr. Thomas Hale Ham, professor of 
medicine of the university. 

Dr. Frederick J. Stare, department 
of nutrition, Harvard university, de- 
scribed his staff’s work in the problem 
of obesity, which, he said, resulted in 
the finding that blood sugar in obese 
persons returns to pre-meal levels 
after eating sooner than in other per- 
sons. This, he assumed, is why they 
become hungry and eat again. 





Dignan in A. & H. Talk 


Tells Value of Human Being 


William R. Dignan of W. R. Dignan 
Associates expressed a philosophy of 
A. & H., developed around the “cash 
value” of the human being, at the Oc- 
tober meeting of Cincinnati Assn. of 
A. & H. Underwriters. 

A human being, he said, has many 
values, such as spiritual, cultural and 
sentimental, but there is another im- 
portant value—the cash value. This 
value has a tremendous potential when 
the human being is operating produc- 
tively as a “machine,” but when the 
machine is out of production it has 
little or no economic value and it con- 
sumes more, economically, than it 
produces. 

He asked eight questions to help a 
person decide that his own machine is 
worth insuring: (1) How old is your 
machine? (2) How long has it been 
producing dollars for you? (3) Do 
those dollars contribute to your hap- 
piness, your progress, pleasure, and in- 
dependence? (4) If your machine had 
had a breakdown yesterday, what 
would your cash position be today? 
(5) If a mechanic said it will take 
about eight months to repair it—pro- 
vided he can get the parts—what 
would you do? (6) What do you esti- 
mate is the producing power of your 
machine in the next 10 years? (7) Do 
you think it will hold up that long, 
and what reasonably good proof do 
you have that it will? (8) Are you de- 
pending upon that machine for dollars 
today and the future? 

He said that a good A. & H. policy 
is the most comprehensive form of in- 
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surance that can be bought, when j 
is sold by an honest agent, underwrit. 
ten by an honest underwriter, ay 
bought by an honest buyer. 
Arthur Wade, Lincoln National Lif. 
introduced Mr. Dignan. F. L. Bake 


dent, in noting that he is now in hy 
38th year in the business, touched q 
how industrial business was sold wha 
he started in 1916. 





Oil Industries Life Being 


Formed by Texas Concern 


Oil Industries Life will be forma 
in Houston by Life Undewriters, Ine. 
of Houston, chartered to raise fung 
for the new company. More tha 
1,000 Texans have pledged over ¢ 
million of a $2,240,000 subscriptio, 
goal, of which half will be investa 
in the new venture and the remainde 
used to buy stocks of 10 major life 
companies. 

Proposed president of Oil Industrie 
Life is John Bennick of Houston, who 
has been consultant for life companies, 
and president of Life Undewri 
Inc., is Dale R. Major, Houston a. 
torney. The stock will be sold only ty 
Texans. 





Federation Life Is ‘40’ 


Federation Life of Milwaukee ob- 
served its 40th anniversary with a 
dinner at which Mayor Zeidler of 
Milwaukee was principal speaker. 
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Olson Sees Bright 
Insurance Picture 


Even in Recession 


NEW YORK—No matter which set 
of prophets is right—those predicting 
, mild business recession or those who 
look for continued prosperity at the 
present level—the outlook is favorable 
for life insurance, President Raymond 
Qlson of Mutual Trust Life indicated 
at the luncheon on the closing day of 
the company’s general agents associa- 
tio conference here. 

Even if there should be a falling off 
in business generally, Mr. Olson pointed 
out that life insurance has a record of 
maintaining and even increasing its 
sales despite such conditions while at 
the same time it has the chance to re- 
cruit more good agents because the 
competition from other lines of busi- 
ness is not so acute. 

Mr. Olson also pointed out the tre- 
mendous growth potential of life insur- 
ance arising out of the population in- 
crease. 

Deputy Superintendent Straub of the 
New York department said he thought 
it was a fine thing that Mutual Trust’s 
general agents were so interested in 
learning more about their business that 
they were willing to pay all their ex- 
penses in cununection with attending 
these meetings. He said he knew of 
only one other company of which that 
could be said. 

At the association’s business session 
Harold H. Rapalee, Elgin, Ill., was 
elected president succeeding Bernard 
§. Bergen, Brooklyn. In appreciation 
of his services as president Mr. Bergen 
was presented a scroll and a high- 
fidelity record player. Other officers 
of the association are William Grof, 
Boston, 1st vice-president; Jerome O. 
Ware, Milwaukee, 2nd vice-president; 
Arthur A. Tiedemann, New York City, 
secretary-treasurer; Mr. Bergen, im- 
mediate past president; directors, Leon 
Boulais, Worcester, Mass., Roy Pease, 
Sumner, Ia., and Harold Haywood, 
Chicago. 

At the first day’s session Gerard 
Tracy, manager Prudential, New York 
City and a former FBI agent gave a 
new definition for those initials to ap- 
ply to selling life insurance: “Faith, 
belief and interest.” Other speakers 
were Jack Klein, head of the Klein 
Institute for Aptitude Testing; Will A. 
Foster, vice-president in charge of ad- 
vertising and sales promotion for Bor- 
den’s cheese; Dr. John Cotton, in- 
structor in psychiatry at Cornell Uni- 
versity medical college in New York 
City; Lester Krugman, advertising 
manager for Bulova Watch Co.; and 
Lou Schneider, syndicated columnist 
who writes “Trade Winds”, a business- 
hews column. Final speaker was Mr. 
Bergen, who reviewed all the talks to 








TES point up their application to the life 
ants insurance business. 
nies The second day’s session was devoted 
ali to a business meeting. Mr. Olson talked 
JOr: Be Fe | on the company’s progress. 
—— 
Mueller Marks 25th Year 
) Fred C. Mueller, secretary and assis- 
7 8 taut treasurer of Lutheran Brother- 
| hood, this month is celebrating his 25th 
| year with the organization. When Mr. 
——— Mueller joined Lutheran Brotherhood, 
its life insurance in force was about 


llets | 





6% of its present volume. 





®Stamford Savings Bank of Stamford, 
Conn., has become the 35th mutual 
Savings bank in the state to offer 
savings bank life insurance. 


Book Tells Uses of 
Life Insurance for 
Charitable Gifts 


Various ways in which life insurance 
and annuities can be used in making 
charitable gifts that will ease estate 
and inheritance tax burdens are in- 
cluded in Tax Planning and Charitable 
Giving by William J. Casey, J. K. 
Lasser and Walter Lord. This is a 236- 
page book just published by Business 
Reports, Inc., Roslyn, N. Y., at $12.50 
a copy. 

Besides the direct use of life insur- 
ance as a form of charitable gift, the 
setting up of charitable foundations or 
the making of charitable gifts in other 
ways often opens the door to life in- 
surance sales because the cash that has 
been released may be invested in life 
insurance to build up liquid funds for 
future estate tax payments. 

One way in which life insurance can 
be used directly is for the donor to 
take out a policy naming the institu- 
tion as sole beneficiary. The entire 
proceeds are then excluded from the 
donor’s taxable estate. In addition, the 
annual premiums paid are considered 
to be a charitable gift for income tax 
purposes as long as the right to change 
the beneficiary is not reserved. 

Another method is to change the 
beneficiary from someone who no 
longer needs it and make the charity 
the beneficiary instead. The fair value 
of the policy becomes deductible for 
income tax purposes in the year when 
the charity is designated as the ir- 
revocable beneficiary. 

There is an entire chapter on gifts 
of life insurance and annuities. This 
points out that money to provide gifts 
can be provided without diminishing 
the remainder of the estate or forcing 
liquidations of assets at a loss, for a 
small annual outlay. It also lists seven 
other advantages in the use of life in- 
surance for making charitable gifts. 





63 New CLUs for NYC 


W. Eugene Hays, general agent of 
New England Mutual in Boston, and 
a new trustee of American College, 
will be the speaker at the first lunch- 
eon meeting of the year (Oct. 28) of 
the New York City C.L.U. chapter. A 
record number of 63 new C.L.U.’s in 
the metropolitan area will receive their 
designations from Mr. Hays. 





Prudential Plans 4th Loan Office 


The fourth regional mortgage and 
loan office will be opened Oct. 30 at 
Oklahoma City by Prudential to serve 
Oklahoma and Kansas. Other offices 
now are operating at Houston, New 
Orleans and Kansas City. 

This will be a decentralization move 
by the company to rechannel loans 
previously made in the area through 
the southwestern home office at Hou- 
ston. Isaac Corn, manager at San An- 
tonio, has been named manager of the 
new office, which will have branches 
at Altus, Tulsa, Yukon, Newkirk and 
Enid in Oklahoma, and at Hutchinson, 
Dodge City and Topeka in Kansas. 

The company already has made 
loans in excess of $13 million in the 
two states. 





e William B. Newman has been ap- 
pointed brokerage specialist for Conn- 
ecticut General at Seattle. He joined 
the company in 1951, and prior to his 
present transfer was brokerage spe- 
cialist at New York City. 





e Robert C. Green, Equitable Life, 
addressed the opening fall meeting of 
Chattanooga Estate Planning Council. 





Viewing an oil 
painting of O. J. 
Lacy, president of 
California - West- 


ern States Life, 
are, from left, 
Charles _ Fisher, 


San Diego agent; 
Grant Taggart, 
Cowley, Wyo, 
agent and Robert 
E. Murphy, execu- 
tive vice-president 
and manager of 
agencies. Mr. Fish- 
er painted the por- 
trait which is to 


hang in the directors’ room of the home office at Sacramento. The company has 
set a $1 billion insurance in force goal for 1954 to help mark Mr. Lacy’s 29th 


year as president. 








Nebraska Fraternals Elect 


Ruth Marhenke President 


Mrs. Ruth K. Marhenke, Nebraska 
manager of Woodmen Circle, was 
elected president of Nebraska Fra- 
ternal Congress at its annual conven- 
tion at Lincoln, succeeding Martin 


A. Stohlman, Aid Association for 
Lutherans, Lincoln. 
Russell Ryne, Lincoln, Nebraska 


manager of Woodmen of the World of 
Omaha, was named Ist vice-president; 
L. D. Gilbert, Omaha, Maccabees, 2nd 
vice-president; Lawrence Aden, Bea- 
trice, Lutheran Brotherhood, 3rd vice- 
president, and Fred Fraizer, Lincoln, 
attorney for Woodmen of the World 
of Omaha, secretary-treasurer. 

More than 75 agents, members of 20 
Nebraska associations, attended the 
convention. 
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4 Berkshire Life provides 114 
Adult and Juvenile Life and Accident & Health policies 
A and riders to take care of the three most vital problems: 
re death, disability and old age. 


And that’s 


@ Business Life Insurance Sales Kit 


why 


@ Business A & H Insurance Plan 

@ Direct Mail for both Life and A & H 

@ The Triangle Estate Programming Plans 
Colorful, practical Proposal Forms 


@ Life and A & H Visual Sales Presentation Kit 


BROKERS AND SURPLUS WRITERS are invited to write 
or to the nearest Berkshire General Agent for FREE copies of both 
ca the handy pocket-size Merchandise Chart and Portfolio which 
= outline the many unusual sales opportunities. * 


* * 
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Reasons Cogently for Group Ceiling 


What is the proper place of groupjeopardized. If the individual has that 


in the scheme of personal protection 
and the agency system of distributing 
life insurance? This question has long 
been debated. E. B. Whittaker, vice- 
president of Prudential, discussed the 
matter with frankness and discernment 
at a meeting of Life Underwriters 
Assn. of New York City. 

Individual insurance should be the 
base of the insurance program. There 
is no doubt about that, he declared. 
But because no one can afford to buy 
as much insurance as he needs, there 
is a real need for group. 

However, individual amounts avail- 
able under group contracts should be 
held within reasonable limits. When 
these go to $100,000—and there is at 
least one case involving $125,000—it 
is obvious that the group business needs 
a ceiling. The group writing companies 
have as much at stake in this matter 
as agents. Employer contributions to 
premiums for group term insurance 
are not taxable income to the employe. 
And that is as it should be. But when 
an individual, probably an impaired 
executive of 70 or so, can get $100,000 
of cover, possibly as a solution to the 
problem of executive compensation, 
the tax status of group as a whole is 


much group, he isn’t going to have 
enough individual insurance. The a- 
gent won’t get enough commission, un- 
der group, to service properly the indi- 
vidual in a risk of that size. Without 
some reasonable ceiling, what will 
small companes do? Besides, the fellow 
who is pressing for that large an a- 
mount likely has ulcers. 

Agent and company committees are 
working on the problem. A compro- 
mise suggested for consideration of the 
commissioners is that there should be 
a limit, up to 1% times a year’s earn- 
ings, with a maximum of $40,000 in 
any event. 

There is more misunderstanding 
about association groups than about 
any other, Mr. Whittaker said. He does 
not believe in group on associations of 
individuals. There is no central billing. 
Companies can’t provide retail service 
at wholesale prices. The evil of assess- 
ment insurance, of increased rates at 
older ages, lies ahead. But employes 
of smaller employers need good welfare 
plans, and it is logical and desirable to 
group insure employes of employers 
in associations. He also doesn’t believe 
in group life insurance for dependent 
wives and children. 


No Cause to Wear the Hair Shirt 


The excellently documented talk on 
agent turnover that Vice-president 
Richard E. Pille of Mutual Benefit 
Life delivered at the recent American 
Life Convention meeting gives rise 
to a natural question: How did the life 
insurance business develop the guilt 
complex about turnover that Mr. Pille 
was endeavoring to dispel? Turnover 
among salesmen, as Mr. Pille had 
statistics to prove, is normal and in- 
evitable in any sales operation. Then 


as a result of business necessity, it is 
true—in the hiring of new agents. 
Even as recently as 20 years ago 
mass recruiting was still in full swing. 
General agents and managers recruited 
all the likely looking fellows they 
could, telling them of the money and 
satisfaction to be found in selling life 
insurance, yet knowing that only a 
handful would prove able to make a 
decent living. For the most part, 
these recruits had to support them- 


this manager went into a “hard sell” 
to persuade this man, whom he’d never 
seen before, to leave his job and go 
into life imsurance selling. It so 
happened that the prospective recruit 
knew something about the shockingly 
low percentage of survivors of the mass 
recruiting process and was able to 
resist the high-pressure sales talk. 

A somewhat callous attitude toward 
the many who were recruited with 
high hopes and dropped after they’d 
sold their relatives and friends and 
used up their savings was more or 
less accepted in the business. Scientific 
selection techniques were just begin- 
ning to be heard about and were used 
hardly at all. Little, if anything, was 
known about the cost of inducting, 
training and supervising a foredoomed 
failure even though he got no finan- 
cial assistance at all. Little was known 
about training, at least in an organized 
way. The tendency was to confuse it 
with education and a good many 
salvageable agents went down the 
drain because it was assumed that if 
an agent knew about life insurance 
he would know how to sell it. 

Turnover is still with us and, as 
Mr. Pille pointed out, it always will 
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be. As he also emphasized, improy, 
ment of only a few percentage Poing 
will pay big dividends but even at th 
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present level it is no cause for hea the Kan 


hanging. There was good reason {gf appoint 


anyone with a sensitive conscience Donnelly 
squirm at the old system of indiscripy,f ‘0 back 
nately recruiting any likely looking away - 
fellow who could be hypnotized ini, ation. 
signing up. But styles in recruitiy Grant 
have changed. By and large, there ij girector 
an honest effort to take only those mg} Mutual 
who seem to have a real chance gla i 
succeeding. Moreover, far more ofty = wif 
than not they are paid a living incon, ren, die 
for the time they put in, even if the Hyland 1 
eventually leave the agency. And ngjtion pat’ 
only are they paid, but the fact th,Hyland, 
they are paid gives the company api 8°: 4S 
the agency head a powerful incentiy, engineer) 
which 
to help these new agents succeed anj structure 
to terminate them as soon as they'wi city. 
proven themselves unfit. 
There are potent reasons for ¢o.j James 
tinuing the fight to improve turnoye| “hicas° 
But the prickings of conscience fy returned 
were quite appropriate 20 years ag his c 
are as unwarranted and outmodafinen wit 
today as the formerly prevalegitheir 30t! 


practices that gave rise to them. [York. H¢ 
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PERSONAL SIDE OF THE BUSINESS 
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Harvey Sohn, named manager of the 
newly established 
A. & H. depart- 
ment of Globe Life 
of Chicago, as re- 
ported last week, 
for 20 years was 
with Wisconsin 
National Life. 
Most recently Mr. 
Sohn served as 
chief A. & H. un- 
derwriter for Wis- 
consin National 
and before that 
was assistant man- 





Harvey Sohn 


ager of claims, 
Maurice Hyde, vice-president of Se- 


why is the life insurance business so selves out of their savings or borrow- curity Mutual Life of Lincoln, was 


much more prone than other sales 
businesses to don the hair shirt and 
moan, “Woe is me, a_ miserable 
sinner. I got turnover.” 


ings. Financing was rare. There was 
little financial incentive for an agency 
head to draw an objective picture of 
the job, to point out the pitfalls as 


named “honorary president for life” 
of Temperance League of Nebraska 
at a meeting at Lincoln. 


Harold J. Cummings, president of 


One reason, stated by Mr. Pille, is well as the opportunities, to select Minnesota Mutual Life, has been 
that the life insurance business has carefully and to follow up with close "4amed by Mayor Daubney of St. Paul 


more comprehensive and more ac- 
curate figures on its turnover than 
other businesses have. But we believe 


supervision and training. 
This actual case was fairly typical: 
A young man happened to be talking 


as chairman of a campaign committee 
for a bond issue and charter amend- 
ment to be voted on Nov. 3. 


H. Ladd Plumley, president of State 


another very large reason is that in with an agency manager. This young i : 

the last 25 years or so the sales end fellow had a wife to support, he had al pts Bei prog open 
of the life insurance business has a good job paying him better salary Oct. 27 at Boston. The conference is 
moved upward in professional attitude than he’d ever earned. He’d had no sponsored by U. S. Chamber of Com- 


and public esteem in a way that no 
other selling business has advanced. 


It has developed a conscience—partly were almost impossible to find, yet Washington National and now chair- ment of Kansas City Life and serve 
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selling experience. This was during 
the depression, when salaried jobs 
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man, was honor guest at a meetings 
Louisville attended by about 500 Ke 
tucky Masons, observing the 50th 
niversary of the Harry R. Kendall 
sonic Lodge No. 750, which he forma] - 
He was presented a commission qi’ 
colonel on the staff of Gov. Wetherby 














William W. Cary, secretary of { 
Northwestern Mutual’s board of 
tees, is back in Milwauakee 
visit to England, France, Holland 
Belgium. With him were Mrs. Can 
and their sons, Michael and David, | === 


John B. Mills, chairman of the new}|Mount V 
formed Mercantile Security Life gjiclude 
Dallas, has been named a director of °UtY. 
Mercantile National Bank, Dallas. ’ 
is chairman and president of sever# Busine 
Texas oil and realty companies. Club of 1 
to two 

Charles P. Car-' 
riere, who hai 
been named get: 
eral agent for Lov- 
isiana by Stat 
Mutual Life, wil 
have his head: 
quarters at New 
Orleans. He is : 
graduate of Loyol: 
University. 





Charles P. Carriere 


Joseph B. Thompson, who is cot 
nected with the investment depart 
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ATLANTA 3, GA.—432 Hurt Bidg., Tel. Walnut 
9801. O. Robert Jones, Southeastern Manager. 


BOSTON 11, MASS.—207 Essex St., Rm. 423, 
Tel. Liberty 2-1402. Roy H. Lang, New Eng- 
land Manager. 


CHICAGO 4, ILL.—175 W. Jackson Blvd., Tel. 
Wabash 2-2704. O. E. Schwartz, Chicago Mgr. 
A. J. Wheeler, Resident Manager. 


CINCINN. 

Tel. Parkway 2140. 
Director; George C. R A iate 
ager; George E. Wohigemuth, News Editor; 
Roy Rosenquist, Statistician. 


DALLAS 1, TEXAS—708 Employers Insurance 
Bldg., Tel. Prospect 1127, Alfred B. Cadis, 
Southwestern Manager. 


DETROIT 26, MICH.—607 Lafayette 


ATI 2, OHIO—420 E. Fourth Street, 
Chas. P. Woods, Sales 
n- 


Bidg., 
Tel. Woodward 1-2344. A. J. Edwards, enn 
Manager. 





KANSAS CITY 6, MO.—605 Columbia Bank 
Bldg., Tel. Victor 9157. William J. Gessing, 
Resident Manager. 


MINNEAPOLIS 2, MINN.—558 Northwestern 
Bank Bldg., Tel. Main 5417. Howard J. Meyer, 
Resident Manager. 

NEW YORK 38, N. ¥.—99 John Street, Room 


1103, Tel. Beekman 3-3958. Ralph E. Richman, 
Vice-Pres.: J. T. Curtin, Resident Manager. 


OMAHA 2, NEBR.—610 Keeline Bldg. i 
Atlantic 3416. Clarence W. Hammel, Resi 


Manager. 
PHILADELPHIA 9, PA.—123 S. Broad 
Room 1127, Tel. Pennypacker 5-3706. 
Fredrikson, Resident a ee lumbia Bids 

= r oid, Residen' 


Street? 
EB. Ht 
22, PA.—503 
ol Court 1-2494. Bernerd J. Gold, 
ager. dg. 
CISCO 4, CAL.—507 Flatiron Bids 

Fel. Exbrook 2-3064. F. W. Bland, Pacilc 
Coast Manager. 
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d, improve js insurance superintendent of Mis- 
ntage poing uri, commencing in 1929, has been 
even at th ted a member and secretary of 
e for head, the Kansas City election board. The 
| reason fy appointment was made by Governor 
onscience 4 Donnelly. Mr. Thompson has just got- 
indi i i fter being 
ncsch i MSS ods due foe malo ope 
ely looking away six weeks due j pe: 


notized int, ation. 
1 Tecruitinf grant L. Hill, vice-president and 
Be, there jj girector of agencies of _Northwestern 
y those me} Mutual Life, was married last week 
1 chance qj at New York City to Mrs. Richard V. 
Hyland of New York. Mr. Hill, whose 
oa Ofte t wife, the former Margaret Thie- 
ving incom}... died 4% years ago, met Mrs. 
oven if the ayland through friends at a corona- 
-y. And ngftion party in London last June. Mr. 
ne fact thy Hyland, who died about 14 months 
was co-founder of the consulting 






























an 0, 
a wmgneering firm of Madigan-Hyland, 
ul in eng) . ¥ 

Centin which designed many well-known 


succeed anil tuctures in and about New York 
1 as they'n city. 


ns fo | James H. Brennan, general agent at 
ve foe. 2 Chicago for Fidelity Mutual Life, has 

ae returned from an eastern trip during 
science Ti which he attended a special meeting 












) years ay of his company at Philadelphia and 
1 outmodgi{inen with Mrs. Brennan celebrated 


prevalent 


their 30th wedding anniversary at New 
york. He was given a cocktail party 
at the Stork Club by Arthur Sullivan, 
New York general agent of Fidelity 
Mutual. His wedding anniversary also 
corresponded with his 29th anniver- 
sary with Fidelity Mutual. 






. them. 





Emanuel Winston, New Union Cas- 
ualty & Life gen- 
eral agent. at 
Mount Vernon, N. 
Y., has been in 
life insurance 
since 1948. He for- 
merly served as 
both an_= agent 
and supervisor at 
New York City 
for Mutual Bene- 
fit Life. Mr. Win- 
ston will have 
headquarters at 4 
Fourth avenue in 

Mount Vernon and his territory will 
ae include nearly all of Westchester 
county. 





Club of Philadelphia presented awards 


dinner at that city in conjunction with 
Business Women’s Week. Mary Foster 
Barber, assistant vice-president, and 
Evelyn Shuler, director of public in- 
formation, received silver trays in re- 
cognition of their work in insurance 
and public relations respectively. 


DEATHS 


A. VAN GOLDMAN, 60, retired Pru- 
dential manager at Chicago, died there 
of a heart attack. 
Starting with Pru- 
dential at Minne- 
apolis in 1920, Mr. 
Goldman then 
went to Chicago in 
1926 to establish 
the Prudential La- 
Salle agency in 
which he as man- 
ager was active 
until his retire- 
ment last year. 
The agency then 
was divided in 
two. Robert J. Murphy became man- 
ager of the LaSalle agency, and Don 
K. Alford assumed a like post as head 
of the Fort Dearborn agency. The 
other Prudential ordinary agency in 
Chicago is managed by Sidney A. Kent. 
All three men were at one time assist- 
ant managers under Mr. Goldman, 
who was noted for his uncanny ability 
to select successful men. It was said 
by those who knew him that he had a 
sixth sense when it came to picking 
men, thus he seldom made a mistake 
in this important phase of the business. 


PHILIP J. WINKEL, 59, assistant 
secretary and comptroller of Knights 
Life of Pittsburgh, died there of a 
heart attack. Mr. Winkel was the first 
employe hired by Knights Life, join- 
ing it in 1914 when stock was first 
sold. 


ELVIN H. CONARROE, 57, mana- 
ger of Metropolitan Life’s policyhold- 
ers service bureau, died of a heart at- 
tack in his office. A graduate of Uni- 
versity of Pennsylvania, he had been 
with Metropolitan since 1927. For the 
last 14 years he had also been a faculty 
member of the New York University 
school of commerce, lecturing on busi- 
ness organization and management. He 














A. Van Goldman 


Management Assn., a director of Amer- 
ican Management Assn. In 1945 he 
was awarded the Leffingwell medal 
by N.O.M.A. for his contributions in 
the field of office management. 


C. L. JONES, 57, district manager at 
Anderson, S. C., for Life of Virginia, 
died suddenly. He joined the company 
at Laurens, S. C., in 1926, and later 
served as associate manager at Con- 
cord, N. C., before going to Anderson 
in 1936. 


WILLIAM R. HARPER, general 
agent at Philadelphia for Aetna Life 
until his retirement three years ago, 
died there at the age of 79. He had 
been with the company since 1905. 


RALPH F. TAYLOR, 73, who had 
retired as manager at Denver for Mu- 
tual of New York after 46 years with 
the company, died there. 


GLENN F. GASKILL, .82, Union 
Central Life agent at Buffalo and in 
the business for 34 years, died there. 
He started in the business with Mutual 
Benefit Life and was with United States 
Life at Buffalo before joining Union 
Central in 1950. 


WILLIAM A. DOODY, 65, Ohio su- 
perintendent of insuranee in 1928 and 
a former attorney for Western & 
Southern Life, died in Dayton (O.) 
Veterans Hospital. A veteran of the 
first world war, Mr. Doody had been 
in the hospital for several years. ° 


ELMER E. BURD, district manager 
for Metropolitan Life at Grand Island, 
Neb., before his retirement in 1948, 
died. He started in the business at 
Grand Island in 1914. 


ALLEN VORIES, a member of the 
board of Pan-American Life, died at 
Baptist Hospital, New Orleans. Mr. 
Vories was president of Vories Baking 
Co., New Orleans. 


HARRY T. DOBBINS, 88, veteran 
Lincoln, Neb., newspaper man who was 
for many years correspondent there of 
THE NATIONAL UNDERWRITER, is dead. 
He was in newspaper work at Lincoln 
for 69 years and was associate editor 
of the State Journal from 1897 until 
his retirement. 








Agent Responsibility in 
Selling Military Clarified 


(CONTINUED FROM PAGE 1) 


on the company for the actions of its agents 
concerning misrepresentations and unethical 
practices in the solicitation of insurance on 
military installations. Repeated. violations of 
regulations by agents may result in the denial 
of permission to the company to solicit for 

a limited period of time. 

The following statement submitted by an 
authorized official of the company is consid- 
ered sufficient to comply with the intent of 
the regulations and may be included in the 
letter to the installation commander when re- 
questing permission to solicit insurance: 

“This company assumes full responsibility 
for compliance by its agents with published 
regulations relating to solicitation of commer- 
cial life insurance on military installations.” 

I hope that I have furnished you the infor- 
mation you desire. 





W .J. Mahoney, in News in 


N.Y., Has Insurance Ties 


NEW YORK—State Senator Walter 
J. Mahoney of Buffalo, who made the 
front page of New York papers Thurs- 
day by his admission that he had been 
counsel of the Hamburg Raceway, near 
Buffalo, was formerly chairman of the 
insurance committee of the New York 
senate and was the first chairman of 
the joint committee of the senate and 
assembly on insurance rates and regu- 
lation. He said the Multiple Life In- 
surance agency of Buffalo, of which he 
is a director, had written “some” in- 
surance for the trotting track. He is 
regarded as the logical successor to 
Sen. Wicks as majority leader if Gov. 
Dewey’s efforts to force Wicks to re- 
sign because of his visits to Joseph 
Fay, labor leader, now serving a pris- 
on sentence for extortion, succeed. 





Gives Exam Results 


for Selection Men 


E. W. Jamieson, Prudential, secre- 
tary-treasurer of the joint education 
and examination committee of Insti- 
tute of Home Office Underwriters and 
Home Office Life Underwriters Assn., 
has announced the 1953 examination 
results. 

A total of 153 papers were graded 
this year, 75 being for part 1 of the 
examination with 54 of them success- 
ful, and 78 for part 2, with 50 success- 
ful. Certificates of proficiency were 
awarded to 49 home office life under- 
writers who have passed both parts 
of the examination. 





e American Country Life of Houston 
has named E. C. Scurlock, president of 





e Patriot Life of New York has been Eddy Refining Co. and Scurlock Oil 
to two Penn Mutual women at a _ was a past president of National Office licensed in California. Co., a vice-president and director. 
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them has emerged larger and stronger. 


a neighborly company 
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e William C. Fenniman, vice-president derwriters and Trust Officers” at a 
meeting at Newark of Life Insurance 
& Trust Council of North Jersey. 


of Phoenix State Bank & Trust Co., 
spoke on “Selling Between Life Un- 
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COMPANY 
WANTED 


Small Life Insurance Company. 
Prefer company located in 


Texas, Missouri, Florida, Ohio 
or Indiana. 

Reply to U-98, 
The National Underwriter Co., 


175 W. Jackson Blvd., 
Chicago 4, Ill. 








TOP EXECUTIVE WANTED 


for newly-formed Old Line Legal Reserve Life 
Insurance Company. We need a man with real 
ability and home office experience. Actuarial 
background would be an asset. Someone who 
could help build our Company on a sound basis. 
We intend to confine our activities to the thir- 
teen Southern States, Hawall, Puerto Rico and 
Latin America. All replies confidential. You may 
be the man we are looking for. The right man 
will be given an opportunity to acquire Found- 
ers’ Stock. 


PAN COASTAL LIFE INSURANCE COMPANY 
561 Government Street, Mobile, Alabama 


Address replies to: 
George C. Wilkinson, Chairman of the Board 








| AGENCY SUPERVISOR 


$7,500 SALARY plus full commission on personal 
business—under 


management training program of 
caste: agency com . Un 
rtunity for roducer in 
es, ambitious for training | to 
ap ent two to three years. All 
lies confidential. U-88, The Nationa] 
+» 175 W. Jackson Blvd., Chicago 





GENERAL AGENT 
WANTED IN 
NORTHERN NEW JERSEY 


One of the Nation’s leading mutual life insurance 
companies, over 100 years old, with its home office 
located in New England, has this responsible posi- 
tion open for the right man. 

This excellent opportunity is available for the man 
with proven sales ability and experience in super- 
vision of agents, and who has the desire to build a 
career field organization. The position provides ex- 
cellent income for the man who qualifies. 

The Company is progressive, has attractive career 
contracts and home office training for agents. 
Prompt action is desired. Give full details in first 
letter. You may write in contplete confidence as our 
organization knows of this advertisement. 


Box No. U-77 


The National Underwriter, 175 W. Jackson Blvd. 
Chicago 4, Ill. 












REGIONAL GROUP 
MANAGER WANTED 


Here is an exceptional opportunity for 
right man to become associated with well- 
known midwest company, which is expand- 
ing group insurance operations. Applicant 
needs minimum two or three years expe- 
rience with large group writing company. 
Age, 30 to 40 preferable. New and exist- 
ing territories open. Salary open. Give full 
details in first letter. All information will 
be held confidential. Address Box U-%6, 
The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 














LIFE INSURANCE 


New York domiciled life insurance com- 
pany needs young Home Office Agency 
Executive. Will head up newly-established 
Agency Department to merchandise pack- 
aged life insurance on Intermediate-type 
Life basis. Should have both Life and Acci- 
dent and Health selling experience and 
desire promotional and supervisory posi- 
tion. Home Office located New York City. 
Write age, education, experience, salary. 
Write Box U-92, The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 














AVAILABLE 


Group Man Available immediately. Expe- 
rienced in Sales and Management. Address 
U-90, The National Underwriter Co., 175 
W. Jackson Blvd., Chicago 4, Ill. 

















ASSOCIATIONS 


Dallas Assn. Fall Seminar 
Is Expected to Attract 500 


The annual fall round-up seminar 
of Dallas Assn. of Life Underwriters, 
Oct. 23, is expected to attract approxi- 
mately 500. Buck Bailey, first vice- 
president of D.A.L.U., is conducting the 
seminar and Jim Stevens, general 
agent for Atlantic Life, is general ar- 
rangements chairman. 

Speakers will include James C. Mc- 
Farland, general agent at Cincinnati 
for Ohio State Life, “Today, Tomorrow 
and the Future’; Charles E. Edwards, 
Cooke county, Texas, agent for Aetna 
Life, “Time Control”; Frank Bell, agent 
at Abilene, Tex., for American Gen- 
eral, prospecting, and A. R. Jaqua, di- 
rector of the Southern Methodist In- 
stitute, business insurance. 


N.J. Assn. Hears Hall 


Northern New Jersey Life Under- 
writers Assn. heard Calvert Hall, 
Prudential representative in Plainfield, 
at the regular October meeting say 
that most of his sales are made on 
the first interview and he believes 
that people are glad to go ahead and 
make decisions about buying life in- 
surance if they are helped to under- 
stand the facts and given a clear pic- 
ture of what they are buying, and 
much of the time-wasting two-inter- 
view sales procedures may be handled 
on the first call if the salesman has 
that objective. He added that resili- 
ency is the most important quality of 
cold canvass work, which he favors, 
defining resiliency as the ability to 
bounce back from negative situations 
with new enthusiasm. 





South Bend—‘“Life Insurance in Action” was 
discussed by a panel of five members. 


Syracuse—Alexander Jones, executive editor 
of the Syracuse Hearld-Journal, addressed the 
first fall meeting on “Current Affairs”’. 


Logansport, Ind.,—Richard Wetherbee, as- 
sistant director of the Purdue course, spoke. 


Oakland, Cal.—‘‘Investing in Your Business” 
was discussed before the Oakland-East Bay 
association by Karl Bach, San _ Francisco, 
leading agent for Penn Mutual. Among guests 
was Fred Boehne, on the faculty of Berkeley 
High School, who received an Institute of 
Life Insurance scholarship last summer. 


Pasadena, Cal.—Speaker was Homer Chaney, 
vice-president and agency director of New 
England Mutual, whose topic was “The Im- 
portance of Belonging.’’ This meeting was 
to have been the wind-up session in the 
association’s membership campaign. 


Washington—The District of Columbia Assn, 
Oct. 22 heard an address on “Why Fear De- 
pression” by Dr. Claude L. Benner, president 
of Continental American Life. 


Scranton, Pa.—Joseph D. Herring, Metropoli- 
tan Life consultant, spoke. 


Albany—Ernest H. Perkins, regional vice- 
president of the C.L.U. Society, presented de- 
grees to four members. 


Philadelphia—Kenneth L. Anderson, vice- 
president and agency manager of Union Mu- 
tual, spoke on “Slow-Agents Crossing”’. 


Indianapolis—Four profitable approaches for 
the life insurance salesman were listed by Hal 
L. Nutt, director of the Purdue course, as: The 
will, social security, the juvenile policy and 
insuring the business. Fourteen members re- 
ceived L.U.T.C. certificates and three women 
were honored for their Women’s Quarter Mil- 
lion Dollar Round Table achievement. 


Toledo—Donald F. Law, with Massachusetts 
Mutual at Detroit, spoke on “Future Un- 
limited.” The association conducted a four- 
day school in production of industry-plant 
captions for the Greater Toledo Community 
Chest drive. 


Springfield, I1.—Stanley M. Richman, vice- 
president of General American Life, spoke. 


Chicago—The association’s council of field 
underwriters will hear addresses Nov. 5 by 
William D. Davidson, Equitable Society, Na- 


tional trustee; Francis M. Morley, Jr., No 
western Mutual, and A. D. Crow, Lip 
National, member of the National state Ip 
lation committee. Gerhard C. Krueger, 3 
table of Iowa, chairman of the council, 
preside. 




















St. Louis—Norman E. Hansen, Aetna 
was named secretary, and C. Craft My 
Guardian Life, treasurer. Speaker was Do 
C. McCune, agent at Pittsburgh for Figg 
Mutual, whose topic was “Estate Planning 
Professional Men.” Broadening his theme 
working preferred leads into substantia] 


ume, Mr. McCune recommended pergy. biti 
reference when approaching professional pp ambl 

ple, and suggested including disability wa,pto gener: 
of premium in policies for these people, sip 9 assum: 


they are not under social security. He y 
agents who specialize in this market to 
their local Life Insurance & Trust 


of financial institutions. 
Four women members received Wome. 


ficates, two C.L.U. designations were a 
sented and 31 L.U.T.C. certificates. 


Utica, N. Y¥.—The association met to laws 
participation of life insurance people in 4 
Community Chest campaign. Nearly 300 jhe 
underwriters are participating. a 


Green Bay, Wis.—The Northeastern Wi 
sin association in cooperation with Green 
Vocational school, will inaugurate the L.U.1y 
program here Oct. 26. E. J. Allen is educ,, 
tion committee chairman. Instructor wil] 
Timothy Blaney, life agent. 


Belle Glade, Fla.—Officers of the news| | 
formed Everglades association are (¢ pon to po: 
Batchelor, Pahokee, president; M. F. Colemz 
Belle Glade, vice-president; U. T. Koch, ;; 
Clewiston, secretary-treasurer. Speakers at OT 0. 
inaugural meeting were A. E. Bound, vie 00. 
president of the Florida association; Leona 
V. Fairman, president of the Palm Beach Coor d 
nty association; H. H. Hampton, past vig! 
president of the Florida association; and R § 
Boyce, manager at West Palm Beach fslauthorit; 
United Life. ; 


Muskegon, Mich.—Raleigh R. Stotz, genezjquthorit: 
agent at Grand Rapids for Mutual Beng}. limite 
Life, spoke on “Life Underwriting as ps 
Career.” 


Kansas City—Earl J. McGrath, president 
University of Kansas City, will present cLyjcerned ' 
degrees Oct. 29. 


Rochester, N. Y.—Speaker at the anni’ 
recognition day meeting at the chamber alone of | 
commerce was Chauncey D. Cowles, f, 
past-president of the Buffalo association. Foz 
members received C.L.U. degrees and 75 wr 
national quality awards. 


Niagara Falls, N. ¥.—Mrs. Laura Benhaithe way 
Prudential, received a lifetime membershy 
in Women’s Quarter Million Dollar Row 
Table. Stanley C. Collins, secretary of tt! 
National association, spoke. 


ine autt 
ions of 

Columbia, Tenn.—A two-year underwriter he hor 
training course sponsored by the Columhi] 
association, with Grover Shannon of Life | Insura 
Georgia as teacher, is being offered. ify thei 


New Bedford, Mass.—The speaker at tyftacilitate 
October meeting was J. Bruce Cargen @ e: 
Mutual Benefit Life in Boston. P 


La Porte County (Ind.)—The associatic:) 
heard J. Alvin Taylor of Franklin Life 2 
South Bend on “The Most Important Thin meé¢ 








in Life Insurance.” 4 2. By 
Austin, Tex.—Speaker was Dr. Hall Shar grec 
non, medical director of Southland Life, wh nal 


was credited by Huffman Baines, Southlaai by 
Life, who introduced him, with selling $100, 





in life insurance. Dr. Shannon spoke on “Ir pre 
surance Medicine.” lial 
San Francisco—Arthur P. Carroll, vice cas 
president and agency director of Equitable sur 
Society, in his talk, “Look to This Day,” toll) 3 By 
how the C.L.U. degree promotes self-dist-} * 
pline, self-improvement and contentment. A oft 
proposal is before the association to increat] Many 
annual dues to $20. This, and other amentt))] three 
ments, will be voted on in November. Fou de di 
women members received Women’s Quartet pend 


Million Dollar Round Table credentials and|what is 
two men were presented C.L.U. degrees. Ththeir de 
meeting was conducted by San Fra The f 
C.L.U. chapter. 

; he neec 


Lincoln, Neb.—Fred W. Gusweiler, assistal ompan 
superintendent of agencies of Union Centr pi 3 
Life, spoke. It is 1 

of Pepartm, 


St. Paul—H. Bruce Palmer, president 
Mutual Benefit Life, addressed the association. lerms of 


Roanoke—Stephens D. Carnes, Jr., Suffolk prganiza 


investment counselor, discussed National Ser- 'tive’s Dp! 
vice Life Insurance and veterans survivor ‘keep ha 
benefits at the October meeting. f see th 
Pittsburgh—Ralph G. Engelsman, life com: fn any | 
pany sales consultant, addressed the the 
tion on “Making Sales—Now!—Today!” His Ags 
talk embraced planned earnings, keeping te} We ak 
prospect file full, getting prepays, Lee securing 
additionals, insuring more interviews, ould b 
placing substandard cases, 
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crow, ‘wirhicago Managers 
“Krueger, » Roll Up Sleeves, 
* come Werandson Is Assured 


ve a demonstration of his aim to 
inject new vitality into the Chicago 
ife Managers & General Agents Assn. 


ended  pergg 


srofessional 5. ambitious to cause the organization 


disability wafto generate worthwhile activities and 
ese people, sft) assume the kind of leadership posi- 
curity. He 


Mion it occupied a decade or more ago. 
here was a good turnout for the 


‘} e main address was given by John 
mein) Moynahan of Metropolitan Life, 
Tho is a past president of N.A.L.U. 


e importance of maintaining high 
snterest in the work of the managers 
Jeroup and his appeal brought a rousing 
esponse. Earl Jordan of Massachu- 
eastern Wise Yetts Mutual spoke as chairman of the 
with Green Raprogram committee and Levering Cart- 
pot. wright of THE NATIONAL UNDERWRITER 
aaies waa ave a talk recalling some of the 
older generation leaders that made 
things hum at Chicago and that went 
on to positions of national eminence. 


















of the new. 
mm are C¢, 4 
M. F. Colemz 
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Rona, 40'Toole Outlines Acute 
‘iation; Leo 


aim Beach ef Coordination Headaches 
ition; and Ra (CONTINUED FROM PAGE 2) 
alm Beach fJauthority which the executive may 
exercise—functional authority and line 
As geniiguthority. The functional authority 
cwriting aa limited to prescribing or approving 
the way a job is to be done; the line 
th, president ,puthority, on the other hand, is con- 
| present Ciyjcerned with actually seeing that the 
necessary work is done. 
at the an} An executive can be given either 
he — me of these types of authority, and 
Ssociation Fufaot the other; or he can be given both 
es and 7 weltypes. Thus, a controller exercises 
unctional authority when he outlines 
Laura Benhajthe way in which a branch office will 
.* ae aintain its records of account and 
cretary of tt ine authority when supervising opera- 
ions of his own accounting clerks at 
: underwritesfe home office. 


the Columhi . + ? 





ion of Lifeo} Insurance companies generally clas- 
fered. ify their activities in three ways, to 
peaker at tuftacilitate their administration. These 
ce Cargen @ re: 

— 1. By function (as in the case ot 
nklin Life t underwriting, accounting, invest- 
portant Thin; ments, etc.). 

§ 2. By type of risk (as in the case of 
ir. Hall Shan group, A.&H., industrial, ordi- 
and Life, wht nary life—in life companies; and 
we Rey by workmen’s compensation, 
spoke on “In- property damage, fire, public 

liability, burglary, etc., in the 
Carroll, vice case of fire and casualty in- 
of Equitable surance companies). 
so = Fo 3. By territory (regional branch 


ntentment. A offices and home offices). 
mn to ——- Many companies use either two or 
other amen*lll three of these classifications forms, 


ber. Four i 
oa Shas s upon their appraisals of 





edentials and hat is needed at any given stage of 
degrees. T their development. 


m oy The foregoing certainly points up 
om e need for coordination of all of a 
mion CentlfOMpany’s manifold activities. 


It is natural for each specialist or 
president ff€Partment head to think mainly in 
e association rms of the advancement of his own 
Jr., Suffolk T8anizational unit. The chief execu- 
Vational Se iive’s prime coordination task is to 
ans surviF keen harmony in the company, and 

« See that no undue emphasis is placed 
Q Ba com: any one activity at the expense of 
Today!” His he others. 
keeping the We do not know any approach to 
oo ae this needed coordination that 
ould be used universally in every 


company. No two top executives 
think exactly alike or act in an identi- 
cal fashion. So the approach used must 
vary from company to company for 
that reason alone. The composite per- 
sonality of the company, its history 
and traditions, are also factors which 
have a bearing in this regard. The 
temperaments and attitudes of sub- 
ordinate executives also must be taken 
into account. 

There seem to be a few methods 
that work out quite well in a number 
of companies. There may be many 
others that work just as well for 
others. The ones we have in mind are 
these: 

1. The operating policies of the com- 
pany should be well-defined and 
well-known to all executives, to 
the extent of their interest and 
responsibilities. 

2. The organization plan should be 
clearly set forth in published 
forms. 

3. Plans and programs—both nar- 
rative forecasts and _ budgets, 
quotas, etc.—should be expressed 
in writing. 

4. Committees should be used to 
broaden the base of preliminary 
planning and thinking, and to 
develop advisory or recommended 
plans and _ programs. (They 
should not, however, be per- 
mitted to intrude into the area 
of executive decision except in 
special cases— i.e., underwriting 
etc.) Also, committees can be 
used to promote harmony and to 
educate its members into the 
problems, plans and programs of 
other areas of company operation. 

Basic to the whole problem of co- 
ordination, of course, is the question 
of executive morale. If each member 
of the executive group has the correct 
attitude towards every other member 
of the group, then a spirit of helpful 
cooperation will prevail. How to 
achieve such a desirable state of 
affairs is again a question that each 
company must work out for itself. 
There are any number of techniques 
that can be used. But how and when 
to use them, and in what combination, 
is something that can be decided only 
by top executives themselves after 
careful study of the problem. 

There are many more points that 
could be brought out in a discussion of 
company organization, of course. They 
are omitted here only because we are 
treating with just the coordinative 
phase of the problem. This seems to 
be giving particular trouble in a num- 
ber of companies at this time. 

In most cases, however, analysis 
will show that problems of organiza- 
tion seldom are isolated ones. If a 
company has problems of coordination 
and control, then usually it has other 
problems of an organizational nature 
as well. The encouraging fact is that 
such problems, once they are studied 
and outlined in detail, respond readily 
to the effective treatment that the top 
executive is in a position to apply. 





Manhattan Sets Records 


Manhattan Life has passed the $400 
million mark of insurance in force, a 
record high. New insurance written 
during the first nine months of the 
year was $66,581,000, the highest ever. 





Pearson Addresses Joint Meeting 


Dr. Jay F. W. Pearson, president of 
University of Miami, spoke on “Pre- 
paring for Life” at a joint luncheon 
meeting of Miami C.L.U. chapter and 
Miami Assn. of Life Underwriters. 





\ 


Looking at Don K. Alford & Associates, Chicago Prudential ordinary agency, 





results for the first 12 months since the agency was opened: 176% of allotment 
and first in Mid-America home office territory in conservation, with more than 
$4,700,000 ordinary production and $3 million group. Left, Robert M. MacCal- 
lum, assistant manager; Charles B. Laing, 2nd vice-president, Mid-America 
home office; Lois M. Walter, agency assistant, and Alfred P. Lasker, assistant 


manager. 








Name Panelists for LAMA 


Trainer Parley at Chicago 


Panel participants have been named 
for the trainers’ conference scheduled 
to begin Nov. 12 at Chicago following 
the L.I.A.M.A. annual meeting there. 

The panel on management training, 
to be led by Ward Phelps, director of 
field relations Mutual Life, will con- 
sist of Milton R. Hamilton, superinten- 
dent of agencies Imperial Life; Charles 
G. Heitzeberg, 2nd vice-president and 
director of agencies Mutual Benefit 
Life; W. R. Jenkins, lst vice-president 
Northwestern National; Fred S. Sib- 
ley, vice-president Pacific Mutual; 
Leland C. Tallman, vice-president and 
assistant manager of agencies Califor- 
nia-Western States Life, and Andrew 
H. Thomson, superintendent of agen- 
cies New York Life. 

The second part of the conference 
will take the form of a round table 
discussion on problems of the training 
executive, with Horace R. Smith, 
superintendent of agencies Connecti- 
cut Mutual, presiding, and the follow- 
ing day an agent training conference 
with Harold W. Gardiner, educational 
director of Northwestern Mutual, as 
moderator. Members will be Homer 
C. Chaney, 2nd vice-president and di- 
rector of agencies New England Mu- 
tual; John K. Luther, field supervisor 
Aetna Life; C. L. McPherson, director 
of training Massachusetts Mutual; H. 
Curtis Reed, superintendent of train- 
ing, sales research and promotion 
Travelers; Lester S. Roscoe, director 
of field training Occidental Life of 
California, and J. Carlton Smith, ed- 
ucational director Southwestern Life. 





Bainum to Houston Insurer 


Marvin L. Bainum has been named 
vice-president and agency director of 
First American Life of Houston. He 
formerly was assistant agency director 
of Pyramid Life of Little Rock and 
before that served Lincoln National 
Life in Kansas. Mr. Bainum is a grad- 
uate of the S.M.U. institute and the 
L.I.A.M.A. management school. 





Hancock Home Office Course 

John Hancock Mutual staged a two- 
week advanced underwriting and a- 
gency management school at the home 
office for assistant district managers. 
Edwin P. Gunn, manager of field 
training, directed the course. 

Regional supervisors served as in- 
structors and there were several talks 
by officials of home office depart- 
ments. 


Many Retirement Plans 


Inadequate, Johnson Says 


Any public or private retirement 
plan, together with social security 
benefits, should provide an income 
sufficient to maintain a decent stand- 
ard of living but many existing plans 
do not meet his standard, Vice-presi- 
dent George E. Johnson of Teachers 
Insurance & Annuity told the annual 
Gerontology conference at the Univer- 
sity of Iowa. Many plans, he said, fail 
to provide income equal to 50% of 
annual earnings, few private or public 
plans are really vested, and only a 
small beginning has been made in 
providing an annuity income varying 
with the cost of living. 





Bankers of Iowa Sales 
for September Up 9% 


New business of Bankers Life of 
Iowa for the month of September 
totaled $19,533,569, an increase of al- 
most 9% over the same month last 
year. Of the total $11,565,586 was 
ordinary and $7,967,983 was group. 

Volume for the first nine months of 
this year totaled $154,773,178, of which 
ordinary was $107,277,901 and group 
$47,495,277. Ordinary sales were more 
than 7% ahead of last year. 

Insurance in force, at an all-time 
high, stood at $1,891,182,886 in Sep- 
tember. 





Home Loans Rise 8% 


Life insurance funds loaned to pro- 
perty owners so far this year are about 
8% above a year ago, according to In- 
stitute of Life Insurance. 

In August mortgage acquisitions of 
life companies were $305 million, from 
the $307 million in August of 1952, re- 
flecting somewhat spotty mid-summer 
conditions. But for the first eight 
months of the year, life company ac- 
quisitions of new mortages were $2,- 
854,000,000, up $221 million from the 
$2,633,000,000 in the like period of 1952. 

Mortage holdings as of Aug. 31 were 
$22,552,000,000, some  $1,900,000,000 
more than a year ago. 





Life of Va. Ups Henley 


J. Turner Henley, assistant vice- 
president of Life of Virginia, has been 
named manager of the policyowners 
service division. He went with the 
company in 1931 and for the past 
four years has been manager of the 
claim division. 
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(CONTINUED FROM PAGE 1) 
for 2% years and who is succeeded at Chicago by Llewellyn G. Owens, who 
has been an assistant manager in the Hodder agency. 

Mr. Thykeson joined Equitable in 1927 at Albert Lea, Minn., after having 
been in a local bank. He became a field assistant at St. Paul in 1932 and a 
district manager in 1942. He was named manager at Grand Rapids in 1947. 
The agency more than tripled its volume of ordinary by 1952. 

Mr. Hodder joined Equitable at Kansas City after previous life insurance 
experience. He became field assistant in 1941, assistant manager at Kansas 
City in 1942 and manager at Oklahoma City in 1948. Mr. Owens joined the 
company in 1932 at Chicago and returned as assistant manager there after 
naval service. He later served as agency assistant on Field Vice-president 
Walter L. Gottschall’s staff until 1951. 


L.J.A.M.A. Small Companies Dinner Card Given 
The small companies dinner of L.I.A.M.A. will be held Nov. 10 during the 
annual meeting at the Edgewater Beach hotel, Chicago. Charles Evans, assistant 
to the president of Arkansas Light & Power, will be the speaker. Frank L. 
Whitbeck, vice-president and director of agencies of Union Life of Little Rock, 
will preside as chairman of the small companies committee. Preceding the 
dinner Manager Philip Weber of the hotel will be host at a reception for all 


members and guests. 


Lobingier Joins L.I.A.M.A. as PR Director 
HARTFORD—L.I.A.M.A. has appointed John L. Lobingier as director of 
public relations. He was formerly assistant advertising manager of Phoenix 
Mutual Life. Before that he was with Alley & Richards, Boston advertising 
agency, and later was advertising manager for Wiggins Airways of Norwood, 
Mass. He is an army air corps veteran and in 1951-52 served as a public in- 





formation officer in the military air transport service. 








Wolverton Queries Nudging 


Toward Federal Regulation 
(CONTINUED FROM PAGE 1) 
cluding private insurance companies 
in their thinking about a major medi- 
cal plan under which the government 
would subsidize—“non-profit” plans. 
Mrs. Oveta Culp Hobby, Secretary of 
Health, Eeducation and Welfare, in a 
recent talk mentioned using “non-pro- 
fit and voluntary” plans as a basis for 
a national catastrophe plan but this 
has been generally interpreted as 

meaning only the profit plans. 

It appears, however, that the Wol- 
verton committee is not necessarily 
sold on the ability of the non-profit 
plans to handle the catastrophe plans 
alone. For example, Heselton asked if 
it were possible to combine Blue 
Cross, Blue Shield, and insurance in 
a single catastrophe plan. 

The catastrophe protection idea is 
obviously what the Republicans feel is 
going to beat out the Truman adminis- 
tration’s national health insurance pro- 
posals as being more practical and 
more generally acceptable. Presumably 
the idea would have much support 
from the Democrats, too, as Gov. 
Stevenson and Gen. Eisenhower es- 
poused almost identical catastrophe 
medical proposals during their cam- 
paigns. 


Life Advertisers Schedule 
Second Sales Workshop 


Life Advertisers Assn.’s second sales 
promotion workshop will be held Nov. 
30-Dec. 4 at Hotel St. Moritz, New 
York City. Harvey Kesmodel, Jr., Sun 
Life of Baltimore, is chairman. 

Life insurance personnel and lec- 
turers from related fields will deal 
with such subjects as “Working on 
Agent’s Suggestions”, “Selection of 
Sales Promotional Ideas”, “The Visual- 
ization and Dramatization of Sales 
Promotion” and “Copy Preparation”. 





L. & C. Capital Now $10 Million 

The 25% stock dividend approved 
by Life & Casualty stockholders will 
be paid Dec. 15 to stock of record Nov. 
14. 


This will increase capital to $10 
million. There are 3,333,333 1/3 shares 
of common stock, with par value of 
$3, outstanding. 


Klem, Defense Department 


Study Univac Results 

WASHINGTON—The Defense De- 
partment has announced completion of 
some 500,000 actuarial calculations in- 
volving development of 122 tables, 
each containing about 4,000 values, by 
a mechanical monster called Univac, 
high speed electronic calculating ma- 
chine, operating at the applied math- 
ematices laboratory of the navy at Da- 
vid Taylor Model Basin, just outside 
Washington. 

The calculations were made under 
public law 239, uniform services con- 
tingency options act in developing an- 
nuity tables to be used in determining 
survivorship benefits of active military 
personnel’s dependents where the ser- 
viceman elects to allocate a portion of 
his retired pay for benefit of depen- 
dents. The law becomes effective Nov. 
i. 

Univac cost about $1 million. It re- 
quired less than a month—only one 
week, according to one Defense source 
—to complete the calculations which 
someone estimated would have taken 
a 10-man team two years. Walter Klem 
who is senior vice-president and actu- 
ary of Equitable Society, and an actu- 
arial board met here and authorized 
the job to be attempted by Univac. He 
returned to his office, while Equitable 
Society actuaries reportedly began 
making the calculations by hand. Mr. 
Klem was recently appointed by Pres- 
ident Eisenhower to a three-man board 
to assist the Defense Department in 
this study. 

Meanwhile, the first part of the job 
here, as one Defense official described 
it, was to translate actuarial “gobble- 
degook” into something Univac could 
understood. That was accomplished and 
the calculations proceeded apace. The 
result was a “remarkable” job, accord- 
ing to Defense officials, and Mr. Klem 
was reported surprised at its speed. 





Boosts Dues at Chicago 


A dues increase of $5 was unani- 
mously approved at a special meet- 
ing of Chicago Assn. of Life Under- 
writers. This boosts the annual dues 
to $20. There were no dissenters to the 
change at the meeting presided over 
by Roy D. Simon, Penn Mutul, asso- 





Shown at the dinner given at Bridgeport, Conn., in honor of Robert C, Gj 
more, Jr., of that city who is with Mutual Benefit Life and is the new preg. 
dent of National Assn. of Life Underwriters: H. Bruce Palmer, president 9 
Mutual Benefit Life; Howard V. Krick, Penn Mutual Life general agent ; 
New Haven; Mr. Gilmore; Charles J. Zimmerman, managing director of cst 


M.A., and Lester Schriver, new managing director of N.A.L.U. 
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ciation president. The motion was 
made in the form of a by-laws change 
by William A. Hazelett, Northwestern 
Mutual, chairman of that committee. 
It also was decided to charge $1.75 
a month for memberships not extend- 
ing throughout the full dues year. 
Though there was a dues increase in 
1949, because of higher National and 
state association assessments the Chi- 
cago group has been operating on the 
same net dues basis per member as 
existed in 1929. It was pointed out at 
the meeting that, in spite of rising costs 
over the years, the Chicago group was 
able consistently to enlarge its scope 
of activity through steady membership 
expansion. This is not such a promis- 
ing source of revenue now, however, 
as there are some 50 Chicago agencies 
boasting 100% association member- 


ship. 





Brillon Given Farewell by 


Hancock Chicago Managers 


The team of Chicago district man- 
agers of John Hancock Mutual togeth- 
er with two Milwaukeeans and the 
Gary manager gave a luncheon Wed- 
nesday for Gerard Brillon on his 
departure to become manager at 
Woonsocket, R. I., which happens to 
be just four miles from his birthplace. 
He was the Chicago uptown manager, 
and his successor, Matthew MacFad- 
den, was present to join in the cere- 
monies. Mr. MacFadden was formerly 
regional supervisor with headquarters 
at Chicago. Also present was the new 
Chicago West Towns manager, Denzel 
J. Haywood, who was a supervisor of 
district agents at the home office. 

Daniel Capabianco, the Irving Park 
manager, presided and with consider- 
able emotion, as with the departure of 
Mr. Brillon he is losing a favorite 
golfing protege. Mr. Brillon was pre- 
sented with a set of golf clubs. He had 
been at Chicago for the past two years 
and prior to that he was regional 
supervisor for New England. 

The luncheon group included An- 
drew A. Adinolfi, manager of the 
north central region, whose idol is 
the baseball Yankees and who aims 
to weld his district organization into 
a Yankee-type band, and John J. Mc- 
Carthy, Jr., group department manager 
at Chicago for the district organization. 





Schwartz New Scranton Director 


Lester H. Schwartz, special agent 
for New York Life was elected to fill 
the unexpired term of Ramon A. Con- 
nor as a director of Scranton Assn. of 
Life Underwriters. Mr. Connor re- 
signed upon advancing to vice-presi- 
dent at the association’s annual meet- 
ing in June. His term would have 
expired at the end of the year. 


Metropolitan H olds 
Field Training 


Conference in N.Y. 
NEW YORK—Metropolitan Life 
held its annual field training confer. 
ence here, bringing in more than 20) 
training personnel for a week to a 
with field officers and plan expande 
training and educational programs fo 
the agency force. Karl H. Kreder, 3r 
vice-president in charge of field train. 
ing, served as chairman. 
Besides panel discussions and shirt. 
sleeve workshops there were addresse 
by President F. W. Ecker and Cecil J. 
North, vice-president in charge of the 
field force. 
Other officers who spoke included R 
R. Lawrence and W. S. J. Shepherd, 
2nd vice-presidents; A. T. Schussler, 
G. Hoyle Wright, A. Rogers Maynard, 
and Alexander Hutchinson, superin- 
tendents of agencies, and Joseph F. 
Flood, Earl R. Trangmar, and John J. 
Gill, assistant vice-presidents. 
Ordinary Representative Irving R 
Aaronson, New York City, a nine-time 
member of the Million Dollar Round 
Table, was also a guest speaker. 
Topics discussed during the confer- 
ence included agents’ training, per | 
fected techniques in using the social x 
security approach in selling, a review 
of the company’s streamlined sales 
aids, and new ways to show business! 
men how life insurance can be use| 
for business purposes. 








Curry Agency at S. F. 


Is Penn Mutual Leader 


The Forrest J. Curry agency of Penn 
Mutual at San Francisco, in the fis 
nine months of 1953, has exceeded 
its total of new business in force for 
the entire year of 1952. Leading the 
company both for September and for 
the year to date, the agency’s total 
volume of $22,777,281 places it nearer 
its goal of $30 million for the | 





Its monthly production rate is in ex- 
cess of $2,500,000. j 

Karl Bach, the agency’s leading pro- 
ducer, has paid for $2 million so far | 


this year. 


Hear Palmer in New York City -~ 


H. Douglas Palmer, director of field 
training of Mutual Benefit Life, stres- 
sed the importance of a strong closing 
technique in his talk at the luncheon 
meeting of the Long Island branch of 
New York City Life Underwriter | 
Assn. 
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What has TYRANNOSAURUS REX got to do with 





It may surprise you to know that 
doctors . . . in their search for more 
knowledge about arthritis . . . have 
made intensive studies of the bones 
and joints of prehistoric dinosaurs. 
They have found that dinosaurs, like 
Tyrannosaurus rex, had arthritic joints. 


As a result of these studies, medical 
science has learned much about the 
origin and history of arthritis, the 
joints that are most often affected by 
it, and how the disease damages them. 


Arthritis has long been a leading 
cause of disability. Today about 10 
million Americans have the disease in 
one of its many forms, the two most 
common of which are osteoarthritis and 
rheumatoid arthritis. 


Of the two, osteoarthritis occurs 


RTH 





most often. In fact, almost everyone 
who is beyond middle age has a touch 
of it, probably as a result of normal 
wear and tear on the joints. 


Rheumatoid arthritis is the most 
severe form of the disease as it affects 
not only the joints, but the entire 
body. It usually begins between the 
ages of 20 and 50. 


Not too long ago, arthritis often 
meant a life of misery or some degree 
of crippling. Today, the outlook is far 
brighter for many arthritics. Under 
modern treatment, carefully adjusted 
to the needs of the individual patient, 
doctors can do much to relieve or pre- 
vent pain and to lessen or prevent 
disability. 

Treatment, however, must bestarted 


RIS? 


early for best results. Otherwise, last- 
ing damage may be done to one or 
more joints. 


Arthritis seldom, if ever, strikes sud- 
denly. Any person who complains of 
a generally “run down” condition, and 
who has slight but recurring attacks 
of pain, discomfort or swelling in or 
about the joints, should be promptly 
examined by his doctor . . . before his 
trouble becomes disabling. 


Authorities emphasize that chronic 
arthritis is rarely, if ever, controlled 
by any single measure. They also say 
that the so-called ‘‘sure cures” for ar- 
thritis generally do little more than 
provide temporary relief. Before using 
any medicine for arthritis, it is wise to 
have the doctor’s advice. 
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This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in magazines with a total circulation 
in excess of 32,000,000 including Collier’s, Time, 
Newsweek, Saturday Evening Post,.Ladies’ Home 
Journal, Good Housekeeping, Cosmopolitan, 
McCall’s, American Magazine, Woman’s Home 
Companion, National Geographic. 














Happy in My Work 


By J. W. B. 
Equitable Society Representative 


IT’S NOT THAT my job’s a snap. I’m on the go from the time I put 
down my morning cup of coffee until I pick up the evening paper 
at night. And after that, I’m thinking about my work. After sup- 
per is when I take out the old file—and map out tomorrow’s calls. 

But even going through that file is pleasant. For example, 
I come to the name Johnson, Paul E.—and a picture comes to 
mind. It is a picture of Paul Johnson’s little manufacturing plant. 
That’s the plant that went right on producing and paying profits 
even after Paul’s partner died. An Equitable Business Policy 
saw to that. 

That’s just one card in my file. There are hundreds more. 
All friends of mine I’ve helped to find security as part of a day’s 
work with the Equitable Society. 

I earn my living working for the Equitable Society and I 
won’t try to underestimate the importance of that. But the best 
thing about it is the job I do—the people I meet and help—and 
the knowledge that I’m working for a truly top notch company. 

If ever a man was happy in his work—it’s an Equitable Rep- 
resentative like me. 


One of a series of advertisements illustrating how a representative of The 
Equitable Life Assurance Society serves his community by selling life insurance. 


393 Seventh Avenue, New York I, N. Y. 








